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A PERFECT 

SET-UP 10 
SPEED-UP 

PROFITABLE 








SALES 


Ss "Oy 
* Guaranteed by ~* 
Good Housekeeping 


\ ‘ 


makes it easier to sell this extra 
strong, extra tough multi-purpose cord. 


SPOTeCORD 

| ® 
SAMSON 38S 
CORDAGE WORKS also available in colorful 





BOSTON 10, MASS. coil display cartons. 
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105 Duane Street - New York 8, New York 








OXWALL ° TOOL COMPANY, LTD. 
+ 


> 


Dear Friends: 


For over a generation, since the founding of Oxwall, I have 
watched the amazing growth of our hardware industry. I have 
watched our plant in Oxford, New Jersey become one of the largest 
and most modern in the industry, producing a wide line of 

quality tools for the popular market. 


The amazing thing to me is that many people think Oxwall is only 

an importer, a misconception that has been fostered by many 

of our competitors. The true fact is that about 68% of our volume 
is produced in our factory in Oxford, New Jersey; and the balance 
of our line is imported to specifically supplement our domestic 
merchandise and enable us to give our customers complete 
merchandising programs. We have attained our goals of quality 
standards for the popular priced market, and we have produced 
merchandising and marketing programs that have increased the 
hardware dealer's share of the market. We have taken tools and 


put them in packages and displays that we feel are second to none, 


The facts cited have always been the strength of Oxwall. One 
example is our forthcoming Spring Hardware Special Program, 
featuring our best selling domestic and imported tools, pro- 
motionally prepared for big Spring sales. You'll be hearing a 


great deal more about this exciting promotion in the near future, 


Sincerely, 


foot > (bor 


ax J. Blum, 
PRESIDENT 
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THIS FREE $ 
DISPLAY ISN'T IN 
YOUR STORE, | 
EASY, EXTRA | 
FILE SALES. | 
ORDER FROM 4 
YOUR |. 
NICHOLSON OR 
BLACK DIAMOND WHOLESALER 
TODAY. 


This display for counter or pegboard free at the time of a 
basic stock purchase of Nicholson or Black Diamond skin- 
packed files shown. Display includes six each of retailer’s 
fastest selling files with Hi-lmpact plastic handle. 
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Handle designed and made by the 


Danco Mfg. Co. —a Nicholson subsidiary. 
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Quality she can see... 


plus a name she knows 


EKCO-AUTOYRE ‘4000’”’ BATH ACCESSORIES 
WITH 4 EXCLUSIVE PLUS-QUALITY FEATURES 


Give the lady what she wants— Ekco ‘‘4000”’ line acces- 
sories with brilliant good looks that last a lifetime! Only 





Ekco starts with high carbon steel, case hardened by C-4036 al 
heat treating. To this far superior base, Ekco adds a eres ta 
““‘beauty bath’’ that removes every surface blemish. potas econ 
Ekco adds an extra heavy coating of nickel and chrome Easier Inven- 
plate to this already brilliant polished base. Then, the tory of the 
fourth exclusive step—Ekco’s patented Chrome-12 “Plus-Quality 
plating process. The end result is a top-quality fixture 4000 Line.” 


that laughs at rust, scratches, corrosion and dents. ..an 
accessory that just can’t wear out! Call your Ekco-Autoyre 
salesman today and see why the smart, new beauty of 


the ‘‘4000”’ line lets the lady trade herself up. 


® 
EKCO} Wreiehait r 
©1959 EKCO-AUTOYRE DIVISION, EKCO PRODUCTS COMPANY, CHICAGO 39, ILL. 


Want more facts? Circle 103, p. 63 
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Editorial 


by W. A. Phair 


The man nobody knows... 


Who, would you say, is the most important person when it comes 
to putting on a good retail or wholesale promotion? Is it the buyer? 
Or, is it the sales manager? 


Both of these persons, and their staffs, play important roles in 
putting on a promotion. But, there is another man in this picture 
who is too often forgotten when credit is handed out for a good pro- 
motion effort. 


This forgotten man is the fellow who ties together all the loose 
ends, rubs off the rough spots, and finally puts the whole story in 
front of the consumer. 


This is the man who has the job of telling the consumer what is 
happening. This is the man who must have command of the words and 
the pictures that will attract the consumer’s attention and make him 
buy merchandise. 


This is the man who must work late evenings, spurring printers 
and engravers, and making those inevitable last minute changes re- 
quired by buyers and sales managers. This is the man who can’t 
make excuses for his errors. 


Despite the important part this man plays in putting on a pro- 
motion, we rarely hear about him. Very few of us know his name. 
He seems to be the man nobody knows. 


Who is he? Well, sometimes he is called the Advertising Manager. 
Some stores call him the Promotion Manager. But, no matter what 
his title, his efforts are vital to a successful promotion; he’s an essen- 
tial member of the merchandising team. 


Too often this advertising man works in a tiny office, tucked away 
in the back of the building. Management tends to forget his presence. 
His advice is seldom sought when a promotion is planned, despite 
his intimate contact with the consumer market. 


Too often we forget that few people are so familiar with what the 
competition is doing in its promotional efforts as the Advertising 
Manager. He can make many contributions to the planning of a 
promotion, if his experience and skills are put to work. 


It seems to me that the hardware trade (and this includes some 
manufacturers) do not fully appreciate the importance of the Ad- 
vertising Manager in today’s merchandising efforts. 


With both retailers and wholesalers becoming more merchandising 
minded each day, the role of the Advertising Manager is also grow- 


ing in significance. It’s time we took the Advertising Manager (or 
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Editorial 


continued 


what ever you may call him) out of the back room and put him on 
the management team, along with the buyers and the sales staff. 


Before you tell me that you are already doing this, why not review 
in your mind the role your Advertising Manager plays in your com- 
pany. Ask yourself, “Am I using him to the best advantage?” 


The specialist . . . 


It has always been most interesting to me, as I travel around the 
country, to observe how some dealers make a real success of special- 
izing in a certain line or a certain service. 


For example, [f was visiting a city store the other day and the 
dealer described to me the surprising volume of business he was 
doing in cut-to-order table pads. Frankly, I didn’t believe it, until 
he showed me his order book. 


While this extra business was profitable, the important fact about 
these sales was that they brought a lot of extra traffic into his store; 
they also brought many new customers. And rarely did one of these 
customers leave the store without making some purchase of other 
merchandise. He figures that all this business is plus business. 


Another suburban dealer I visited makes a specialty of curtain 
rods and drapery hardware. He stocks a wide variety of rods, and 
has three machines for cutting to length. His stock of drapery hard- 
ware covers about everything anyone would ever need. 


He has not only built a good volume in this line from retail cus- 
tomers, but he finds a great many professional decorators turning 
jobs over to him. Here again there is a plus value. I stood in his store 
and watched a half dozen curtain rod customers come and go. Every 
one of them bought other merchandise. 


This specialization is not something you can get into overnight. In 
the first place, you have to build a real complete inventory in the 
line. You’ll have to carry some items that have low turnover. You 
must have greater depth and variety than any other nearby store. 


Customers must learn by experience that they can always depend 
on you for anything they need in the line. This is important. Then, 
you must become a real expert on the subject. You have to be the 
best technical advisor in your area. 


If you decide to do this, your other lines need not suffer. They 
should actually benefit from the specialization, by virtue of the 
added traffic. This specialization is not a cure-all for all profit ills. 
But when it is properly handled, it can add an important plus to 
your store; the personal service that gives the independent merchant 
an added value. Think it over. 
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SELL 


AND WATCH YOUR POWER MOWER 
PROFIT curvVE GO UP 
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__|_ Satisfactory profits in the 
| power mower business | 
_ have rapidly become a> \ —— 
problem of considerable | ; — 
concern to everyone. A | “KLIPPER” LINE 
| 18” and 20” 
~~ great many dealers have~ toni 


et ee 


‘ . 4 a . 
found, that low-priced Unusually long life. Freedom from service delays and expense. 


: : Finest grass cutting results. Extremely safe in operation. Easy 
merchandise, with short handling. Quick-set height cutting adjustment. Convenient handle 
profit margins and heavy mounted throttle controls. Briggs & Stratton 4-cycle motors. 
service demands, is not the 


answer to long-range 
profits and satisfactory 
repeat business. 


The past year, sales of "Klipper” reel type mowers have more 

than held their own, which clearly indicates that dealers have been 

proving to their prospects that reel type mowers do a better job 

of lawn mowing, last longer, cost less to maintain and therefore 
are the cheapest and best investment in the long run. 


EDGE'N TRIM 


COOPER long ago, recognized that a quality line, 

providing a decent profit for the dealer, pays off in 

longer mower life, low cost maintenance, customer 

good-will and steady repeat business. With the 

COOPER line you get a healthy margin and an extra 
large fund of customer good-will. 


It will pay you to investigate the 
COOPER LINE and learn how you 
can make your power mower busi- 
ness show a healthy profit at the 
end of the selling season. Write 
TODAY for full information and 


informative literature. 
“ALADDIN" LINE 
19” and 21’ 


Close trimming. Easy handling. Peak cutting efficiency. Quick-set It's an edger. It's a trimmer. Stand up control of all operations. Easy 
height control. Convenient handle mounted throttle controls. to handle. Handle mounted throttle controls. Saves hours of time and 
Engineered for maximum safety. Two piece handle adjusts to back-breaking labor. Briggs & Stratton 4-cycle engines. 

height of user. Dependable Briggs & Stratton 4-cycle motors. 


LET COOPER LEAD THE WAY 70 ATTRACTIVE POWER MOWER PROFITS 
COOPER MANUFACTURING COMPANY frichanows teu: 
Want more facts? Circle 104, p. 63 
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WASHINGTON 





A SUMMARY OF EVENTS THAT 


New drive starts to control 
Post Exchange competition 


A new drive is being started to urge Congress 
to trim military store operations. 

These stores are “ruthless competitors,” say 
merchants who have gone on record, “‘with mark- 
ups as low as 7 percent.” This markup “can 
murder any dealer in the area,” they say. 

The continuing growth of these “cut-rate de- 
partment stores” is seriously hurting private 
firms, businessmen complain. 

Latest figures show that 269 military stores 
in this country did some $400 million in sales 
last year. They have the equivalent of two full 
combat regiments assigned as clerks. Taxpayers 
are footing the $17 million annual salary costs. 

Witnesses complain that instead of helping the 
ordinary G. I., the stores appeal to well-paid 
top brass. 


outlook 


This is a tough fight. It needs the support of 
every merchant. Congress has not been sympa- 
thetic to business pleas to reduce this govern- 
ment competition. The military argues that gov- 
ernment stores are necessary fringe benefits, and 
continues to sway lawmakers. 


FTC extends check ups on 
radio, television ads 


The Federal Trade Commission is extending 
its drive on unfair and illegal business practices 
to TV and radio commercials. 

FTC will double its staff of monitors and con- 
tinually scan all TV network shows. At the 
same time, it will step-up monitoring of local or 
non-network shows to pick up commercials which 
mislead the public. 

With a special eye to the rash of spurious ads 
which pop up on the airwaves in the Christmas 


WILL AFFECT YOUR BUSINESS 


selling season, the FTC will get advance copies 
of all network commercials from Nov. 15 to Dec. 
15 for checking. 

The FTC has monitored TV and radio com 
mercials only on a spot check basis. 

FTC warns that it will move against all who 
are responsible for misleading commercials. 


outlook 


This is an opportunity to help stamp out unfair 
practices in your business area. False, mislead- 
ing, and illegal practices take business away 
from you, hurt customers, and destroy confi- 
dence. Report all violations to the FTC. 


Excise tax extends to more 
air conditioner models 


The Internal Revenue Service has extended 
the 10 percent manufacturers’ excise tax to in- 
clude all self-contained air conditioners, effective 
Dec. 1. These are units which do not require 
ducts or water connections. 

Refrigerators and freezers also will cost more 
starting next month. 

Previously, self-contained air conditioners of 
more than 1 hp, or more than 10,000 btu cooling 
capacity an hour, were tax-free. 

\ 5 percent manufacturers’ tax will apply to 
refrigerators and freezers of more than 14 cu ft 
capacity, which were exempt. 

The IRS says the new ruling recognizes that 
larger units are now used in homes. The tax is 
normally applied only to articles designed pri- 
marily for use in the home. 


outlook 


The new taxes will not apply to articles shipped 
by a manufacturer before Dec. 1. You may still 
be able to order at the old price if you can get 
shipment before that date. Otherwise, anticipate 
higher costs and retail prices for these items. 
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& ONE SOURCE FOR ALL YOUR 
| CUSTOMERS’ REPAIR NEEDS... 


CON 
RAR | 


FREE Self-Service Merchandiser... 
Spurs Impulse Buying 


Here’s the point-of-purchase display that sells more materials for you 
. and at the same time saves your valuable selling time. 
Only 25 inches high and 9 inches wide, the Devcon Repair Center 
revolves to allow your customers to select the Devcon repair 
material they want... to complete any home, auto or boat repair job. 
And the Devcon Repair Center is offered FREE to you in combination 


with 24 packages of famous Devcon repair materials. 


FAST-SELLING DEVCON” REPAIR MATERIALS 





Plastic Steel DEVCON DEVCON® ‘jon 


the original epoxy repal 


DEVCON® ALUMINUM 


real rubber in a semi-paste the EPOXY “SUPER for hundreds of repair jobs. 


form. Forms tough, GLUE’’. So strong a 

permanently flexible single drop supports 2 tons. rusting .. . can be painted, 
waterproof repairs on Hardens to a glossy white drilled, sanded. Another 
metals, rubber, wood, 


material. Nationally 


Is non-shrinking, non- 
advertised and publicized, 
it has 1.000.000 Uses for 


permanent repairs. Bonds porcelain finish... 
glass, porcelain, plastics, excellent for repairing 


fabrics, etc. 


epoxy repair material 


and seals all types of available in kit or 


metals, wood, glass, cracked porcelain fixtures ‘blister’ package. 
porcelain, concrete and and household appliances. 
other materials. Available 


either in ocif-ecilinn kit or MAIL THIS COUPON TODAY! 


‘*hlister’’ package. os ———— es | 


To: DEVCON CORPORATION, 401 Endicott St., Danvers, Mass. 


[] Please forward Devcon Repair Center. | understand my 
Ways VOU RECEIVE 7 jobber will bill me. 
Dealer 


1 er _ | 
Price . r. i Please send more details. 
At A Barga'n a $5.88 53 S 
6 R- 5.85 
yrepemmagee he 2.2" 53 Name (please print) 

introductory deal . 5 88 
— no changes in -20 ne 
types or quantities TOTAL $25 pA 


. treet, City, State 
can be allowed. Display $5. ! Stree P y 
| — Revolving $28.52 


My Jobber Is 





HARDWARE BUSINESS 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Purchasing agents cautious... 


Purchasing agents are cautious about stock-piling inventories. 
Fewer agents are placing long term orders. They’re not taking 
chances on the supply and cost of steel in the early months of 
1960. A survey by the National Assn. of Purchasing Agents indi- 
cates those buying in October for 6 months to a year were 8 
percent, as against 15 percent in September. 


Toy sales up 5 percent... 


% 


Christmas toy sales are off to a fine start. Early reports indicate 
sales are 5 to 7 percent ahead of the first weeks of the 1958 toy 
season. This figure holds for retail and wholesale levels. End of 
steel strike may boost the final figure. Unemployed may get back 
on payrolls in time to spend for Christmas. Merchandise shortages 
in metal goods are showing up already, especially in toys for boys. 
Shortages are expected to get worse next month. Dealers are send- 
ing fill-in orders earlier than usual, and are stocking non-metal 
lines to fill in. 


Wholesalers sell more .. . 


Wholesalers’ sales for September were $13 billion. That’s 3 percent 
ahead of August, and 10 percent above sales for the same month 
a year ago, reports the Dept. of Commerce. Wholesalers in the 
hardware, plumbing heating goods field had a 10 percent gain in 
September over September, 1958. Sales for all wholesalers in the 
first nine months of 1959 were $95 billion, a 13 percent increase 
above the same period in 1958. Inventories rose one percent in 
September and were seven percent higher than in 1958. 


Retail sales climb... 


Total retail sales continued to rise, with an 8 percent gain in Sep- 
tember. Sales in September amounted to $17.6 billion, reports the 
Dept. of Commerce. Retail hardware store sales continued to climb 
with a $2 million gain above September 1958. (see p. 102) Hard- 
ware sales in September totaled $227 million. Hardware sales for 
the first nine months of 1959 were 5.4 percent ahead of the same 
period in 1958. 
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*& NEW COMPLETE LINE 
*& NEW FEATURES 
*%* NEW LOW PRICES 


Products 
Famous For Quality and Performance 


IN Petatelah ale t-Men Ccta dela Qkolae:\ilaslelab4-to me 3], (9°) ae y-laala- Me liclalelal- 


The new line of Pincor Mowers is the 
most complete and with the newest 
eatures: New more powerful Pincor 
Engines; New fingertip cutting height 
adjustments; New stop and go handle 
control. Prices are the lowest, profits 
for you are the highest. 

Other Pincor Products, portable 


electric power tools, gasoline engines, 
and electric generator plants are also 
quality and performance proved 
through years of service—and profit 
making too! 

Write, wire or phone for the New 
Pincor Plan for increased sales and 
more profits from them. 
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Power Lawn Mowers « Electric Portable Power Tools + Gasoline Engines + Electric Generating Plants 
Want more facts? Circle 106, p. 63 
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MERCHANDISING 


newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


Why not turn unprofitable floor space into a concession? Many 
dealers have tried this and liked it. The number is growing. 
Dealers with space to Spare or area that is losing money have 
learned that they can turn it over to a storm window, sewing 
machine, or watch repair concessionaire .. . and net 15 percent 
profit on gross sales. More in some lines. You provide the space 
and utilities. The concessionaire Supplies displays, manpower, 
Stock. He pays you a minimum, based, usually, on 15 percent of 


gross Sales. Your risk is nil, the profit is good, and the steady 
extra traffic is valuable. 









































Better look twice at free vacation offers. Trips to Bermuda or Hawaii 
offered as a bonus for extra selling effort may look attractive. But 

there are dealers who wish they hadn't won free trips. Reason? The Inter- 
nal Revenue Service is checking on winners. Many of them owe tax bills 

of hundreds of dollars, the tax on the full value of free trips. It may be 
that if you have won a vacation or other large prize in the past three 
years you'll get a tax bill in the mail. At the least, plan to pay taxes 


on any awards you win in the future. Remember, the full value may be 
taxable. 






































score another victory for credit. And reconsider it for your 
Store. Until 1958, J. C. Penney's nearly 1700 stores demanded 
cash on the barrelhead. Last year, a cautious test program on 
buy-now, pay-later sales showed great promise. Result? Close to 
200 Penney stores now on the credit bandwagon. Penney's goal for 
1960 is 600 stores, with credit outlets in all states. Object: 
Half of all sales on credit. 
































some Shortages seem certain through mid-1960. Items made from sheet 
Steel will be hardest hit. Ironing boards, galvanized ware, cabinets, 
appliances are items likely to be scarcest for many months. Because of 
the steel strike, first quarter shipments of fans may be delayed until 
thermometers are sizzling. Look for allocations lasting months after 
Strike is over, and anticipate higher prices, from 5 to 10 percent on 


most steel goods. Better boost normal orders by 30 to 90 days where 
Stock iS available at once. 
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Custom Tiller Super Duty 
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TILLSMITH has the performance power they look for, the look of power 
they love! TILLSMITH sells to your quality-conscious customers... the 
ones who won't settle for second best. It’s pride designed .. . talks 
quality ... delivers quality, but sells at competitive prices. And YUBA 
Stands behind your TILLSMITH Sales as big as all outdoors, makes 
selling easy with: 


ON TIME DELIVERY... assures shipments on schedule. 

SUPER DISCOUNTS... plus full freight allowance. 

EXCLUSIVE FRANCHISE... assures quality handling of a quality line. 
NATIONAL ADVERTISING... Seen in the ‘‘big’’ books! 

LIBERAL CO-OP PLAN ... for local level traffic building. 

For complete details, write Dept. THA-11. 


Tiller ‘*Professional’’ Tiller 


YUBA POWER PRODUCTS, INC. 


800 EVANS ST., CINCINNATI 4, OHIO 


A subsidiary of 


YUBA CONSOLIDATED INDUSTRIES, INC. 


Manufacturers of famous SHOPSMITH Mark 5 


Want more 


facts? Circle 107, p. 63 
HARDWARE AGE, November 19, 1959 @ 15 








+ 
i as 


Sold through 


wholesalers on a 
selective basis 


Model E22AW 


(Illustrated) 


22” Housing 

21” Cutting Blade 
ENGINE: 4 Cycle 3 H.-P. 
Briggs & Stratton, 
Choke-A-Matic control, 
Wind-A-Matic starter; 
HOUSING: 14-gauge 
steel, staggered wheels; 
CLUTCH: Steel, non-slip; 
TRIMMING EDGE: '2”; 
WHEELS: Quick-A-Matic 
wheel adjustment — 7” 
diameter, diamond 
tread; HANDLE: Stor- 
Mower with Hi-Lo ad- 
justment; COLOR: De- 


luxe copper finish with ae be j 
red trim, handle e e ine ae ar's 4 
chrome plated. ae keh ie 


. 
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Jo Give You Fast Turnover with... 


POWER MOWERS FOR 1960 


a 5 > 
“ eh mf . 
4 


. .. to help you pre-sell your customers 
Millions and millions of consumers will see, hear and read about the 1960 


Atlas-Aire line via these powerful advertising media: 


LIFE MAGAZINE, LOOK MAGAZINE — A series of two-color ads will run in these powerful maga- 
zines during the peak buying months of 1960! ! ! SUNDAY NEWSPAPER ROTOGRAVURE SECTION — 
Large, tabloid-size ads will run in local newspapers throughout the country. TELEVISION 
ANNOUNCEMENTS — In designated areas in the country, the 1960 Atlas-Aire line will be demon- 
strated on TV... action-selling to boost your sales. RADIO SPOTS — Hard-hitting, saturation 
schedules on key radio stations will run at prime listening times. OUTDOOR BILLBOARDS — Full 


color, eye-catching 24 sheet posters will be strategically located. 


4 


STOR - MOWER 


HANDLE* : | . HI-LO ADJUSTMENT 


Handle stands up- 
right for convenient 
out-of-way storage. 
*Patent Pending 


‘ 


QUICK-A-MATIC WHEEL 
ADJUSTMENT 


Spring-held lever can be easily 
moved to any of three different 
height adjustment positions. 


i) 
WIND-A-MATIC STARTER BAFFLE 


New spring Another 
action feature Atlas-Aire 
makes starting feature to help 
easier than you boost your 
ever before. sales. The baffle 
Just wind the not only 
crank, release promotes safety 
and the mower but also 
is ready for prevents 
operation. clogging and 
creates suction to pull grass 


upright for quicker, even cutting. 


QUALITY 


The 1960 line of Atlas-Aire Rotary Power Mowers are built to out per- 
form all others on the market. They do the job right! All models are 
non-clogging, self-cleaning and provide easy discharge through the large 
front-chute opening. 


Handle adjusts up or down ¢ 
full five inches, a comfort fea- 
ture for both men and women. 


BLADE & 
ADAPTER 


New adapter 
promotes easier 
starting... 
bolts provide 
additional 
safety. 


MAIL THIS COUPON TODAY 


We will rush complete free sales package. It gives 
all details, ordering information, costs, literature 
samples, sales aids, etc. Also merchandise samples 
available to jobbers, distributors and wholesalers 
on request. 


ATLAS TOOL & MANUFACTURING CO. 
5147 Natural Bridge Blvd., St. Lovis 15, Mo. 


Please rush complete sales package on 


Atlas-Aire Mowers! 


Company Name 
Address 

City. ccccee. 
Your Name 


in a ot wt cane 


$= om am ae a an ae an an as a= aw aw an aw a 
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MAKE A 
ROLL OF 
FENCE 
BELLOW 


HOW 
TO 
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Only Keystone Steel & Wire Company does it! Each roll of fence made 
by Keystone is branded with red paint. This special trademark bellows 
RED BRAND! Your customers recognize this fence with the top red 
wire immediately. They know it’s Red Brand—the fence that’s Galvan- 
nealed® to outlast ordinary galvanized fence. , The 


Proved in Performance... | only 


Red Brand is a big seller because it’s proved in performance. It has been fence 
a favorite among farmers for generations. Users of Red Brand agree it lan e 

costs less to own the best fence because it lasts years longer. Red Brand eck. UL PALA! U 
is made of the finest copper-bearing, rust-resistant steel wire. SK St ee f that 


Strong Selling Support... See ail sells On 


Naturally, you benefit from the wide popularity and quick identification 
of all Red Brand products, including Galvannealed Red Brand barbed 
wire and Red Top® steel fence posts. Keystone continues to give you 
strong selling support with advertising over farm radio and television 
and in national and local farm publications. All this means faster turn- 
over and higher profits for you. 

Why sell less when you can sell more of the best? It will pay to 
stock up on Red Brand today. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria, Illinois 


makers of Red Brand Fence - Red Brand Barbed Wire « Red Top® Steel Posts « Keyline® 
Poultry Netting » Non-Climbable Fence +« Gates «+ Nails + Baler Wire 
Want more facts? Circle 109, p. 63 
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NOW from FRAM. . . world leader 
FRAM permachem treated Air Filters 


new FRAM 


permachem treated 


AIR FILTERS 


Kill 99+-% of the germs that breed in filters. 
¢ Stop mold, mildew, musty filter odors * Hold 
up to 34% more dust in AFI test procedures 
¢ Exclusive anchor-locked frame cannot settle, 
vibrate, blow, or soak loose ¢ In sizes for all 





forced air furnaces and air conditioners, also 
rolls and pads. 


Want more facts? 
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IMMEDIATE 
ACCEPTANCE 


BY ORIGINAL 
EQUIPMENT MANUFACTURERS 


Eleven leading manufacturers of air condition- 
ing equipment have already selected FRAM 
permachem treated Air Filters for use in their 
1960 models. (Their names will be announced 
in December.) FRAM’s sensational plus fea- 
tures will be promoted by these manufacturers 
in their sales and merchandising programs. 





in filtration. . . the sensational new 
that make big profits for you! 


» , > 
many ‘ 


‘fe 


“y RB 
~* . x" 3 $5 ’ 


a. 
a ot 
~~. 
> 


g > 
“\* 


AIR FILTERS 


FOR HEATING 
FOR COOLING 


POWERFUL 
ADVERTISING 


FEATURES THIS SEAL 


Big-space ads in national magazines including 
THE SATURDAY EVENING POST, news- 
papers, and radio are telling your customers 
about the advantages of FRAM_ permachem 
treated Air Filters. Merchandising aids featur- 
ing FRAM permachem treated Air Filters are 
being used by original equipment manufacturers 
and are available to you. 





“YOU'VE NEVER MADE 


SUCH PROFITS 


from air filters before,’ says Theodore F. Low, 
President of Sims Corporation, Providence. 
“You cant miss with Fram’s profitable pricing 
policies, selective distribution, merchandising 
support, and Fram’s famous money-back 
guarantee.” 


GET THE FACTS TODAY! write FRAM CORPORATION Dept. FAC 


Providence 16, Rhode Island 
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Sold in 10- and 25-lb. bags. 





Inventory Reminder... 


HOT ITEM m ICE MELTING | 

iota Gy) ham 
FOR COLD ANN 
WEATHER! 


ORDER MORTON ICE MELTING ROCK SALT NOW! 


Stock up now. Get set for extra prof- oo Local consumer advertising timed 
its before the first unexpected snow _ anv 4 

storm strikes. When winter hits, m\ 
displays of Morton Ice Melting Rock a 
Salt disappear fast — put more profit \ " 
in your pocket. 





















to help you rack up extra sales 


timed to run in your community when 
\) winter storms strike. Morton also has in- 
# store display material to help you pro- 


/ 
ee 


: mote the product in your store. 


% Morton is backing you with advertising 


So place your order for Morton Ice Melt- 


ing Rock Salt now . . . be sure of delivery 
in time for the first snowstorm. 
weit ef by When it rains it pours 


Want more facts? Circle 111, p. 63 
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PRESENTING 


vusorne NEW PIONEER 
“CHAIN SAW LINE 


MODEL 400 — ai-new 
lightweight, high-performance 
chain saw. Ideal for multiple farm, 
estate, sportsman uses, yet has 
power to spare for sustained pro- 
duction cutting. Packed with new 
features. Cutter bars, chains, 12 
to 20 inches. A money-maker! 





















MODEL 600 — rugee 
heavy-duty professional chain 
saw. New high power, new low 
weight, many new features. Cutter 
bars, chains, to 32 inches. Real 
high-volume seller! ; 









— 


wt 


move 600 
PLUNGE BOW SAW 

Teams all-new ‘‘600” with Pioneer 
plunge-cut bow, chain. Takes “stoop” 
out of felling and bucking! 


i 








This is the Championship Year for Pioneer! 


How would you like to sell the hottest 


ing displays, the kind of help you need to build 
high-profit line that ever wore the Pioneer 


customer traffic and volume sales. All this plus 


brand! Real performance Champions in 
the tradition of Outboard Marine Corporation! 
From here on in, you can cash in on rising 


the most liberal service and warranty policy in 
the industry! 


Now, more than ever, it will pay you to talk 





Pioneer demand, sparked by heavy national ad- 
vertising in top-ranked farm and professional mag- 
azines, and focused directly on your own prime 
prospects! A big local-support program, bold sell- 


Pioneer, demonstrate Pioneer, se// Pioneer! If 
you're not an authorized dealer, it’s high time you 
looked into the profitable Pioneer story. Mail the 


coupon. Get the facts by return mail! 

















. * } 
Send for the Pioneer Profit Story Today! | PIONEER SAWS, Dept. PHA-119 
| Waukegan, Illinois 
rs Division Outboard Marine Corporation 
[ \ | Please rush me complete information on the profitable 
Pioneer franchise and the new Pioneer line for 1960. 
| 
| Name 
| 
DIVISION OUTBOARD MARINE CORPORATION ® WAUKEGAN, ILLINOIS Address 
Makers of Johnson, Evinrude, Gale Outboard Motors ® Lawn-Boy Power Mowers | . Sani 
Midland Power Garden Tools ® Cushman Utility Vehicles l City & Zone___ tate 


Want more facts? Circle 112, p. 63 
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Plan now for extra profits next season with the 


COMPLETE ANTROL LINE! 





«> 


e Dependable, quality 
products cant 


i-pur?? 


1 
BR 








Be: 








e Competitively priced 


e Strong, local and 
national advertising 


ae: 


S 


secTs 
TES piseases 
* eh, 








& 








Special promotion to build higher 


profits that help you realize top in- 
Quick-killing ...long- 


come. Call your Antrol Supplier today! cratihenniaehiieoaen 
insects, mites and 
\ diseases. 


wii ats ee Se Be © al ate api ae 


For your whole garden— 
contains Malathion and 
Captan in unbreakable 
squeeze duster. 


Perfect Dust — kills 
insects, mites and 
controls diseases. 





% 


il lil 


. = 
» 





Le 
ony 





° 


* 


Mitean Vil 
NOUSE PLAN 
sect BoM’, 





"Sees 


Four Hose Sprays: 
Garden Insect Killer, 
Chlordane Soil Insect 

: flowers, trees, etc. Also 
Killer, Weed & Brush * available — Indoor Ridz. 


E 

© 

RK Killer, Crabgrass Killer. => : 

| aia PGS RRM 





Stops dog and cat dam- 
age...protects shrubs, 


as 
x 


Convenient, éffective 
control of ants. 


ie BY x 


Harmless to plants & Specially made for 
house plants. Econom- 


-- gives “‘New Leaf : ‘ 
Shine.”’ bs ical and safe to use. 


mecubaen: catieli ace: 


see 
op ve sealers HK. GP 


4 
* 


ye 











Nes 
» 

























































4 1 CASOMSECTS UTES oe 
* aK MAL oe GOSES eo 

exe © CRABGRASS SEED W'S one VEGETABLES 

7 ‘ me ¢ 
Contains 2,4-D and | & Protective seal for &Y Prevents germination \ Kills insects, mites, a Hose attachments— 
2,4,5-T and has squirt «> pruned or damaged of crabgrass seed. scale...makes up to 16 Heavy spray for lawns 
top for spot application trees. Prevents sap flow. . 4 Kills lawn insects, tes gallons of mixed spray , and trees—light spray 

grubs, termites. . for shrubs. 
ORD 
® vagy mea “A 
ANTROL™ hey’re and DISPLay the comp; 
your Customers’ Mp _ ——e line. 


favorites 








.. fine high-prorit 





Products from 


Boyle-Midway 


LOS ANGELES, CALIF.* BROOKLYN, N.Y. * CHICAGO, ILL. * CANTON. OHIO * CHAMBLEE, GA. * CRANFORD. N.J.* SEATTLE. WASH. 





* DALLAS. TEXAS 


Want more facts? Circle 113, p. 63 
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Naugatuck VIBRIN 


AUTO BODY REPAIRS 





CENERAL HOUSEHOLD REPAIRS 


GENERAL BOAT REPAIRS URRKING WATER PIPES 


“Miracle” repair material made of VIBRIN' 
“bonds anything to anything” 


Now... thanks to the industry-proved properties of VIBRIN 
polyester resin...your customers can make home repairs 
with one of the toughest, strongest, most versatile materials 
ever developed ! 

New REZ-ZIN is made from the same VIBRIN family of 
polyester resins that have created a revolution in the boat- 
ing industry, supplied the strength and heat resistance for 
missile nose cones, improved countless old products, and 
made possible dramatic new ones by the hundreds. 
REZ-ZIN repairs anything from a broken vase to a dented 
fender. Automobile, home, and marine repairs of nearly 
every description are easier and more lasting than ever 
before. And new REZ-ZIN is as easy to use as putty... can 


United States Rubber 


Naugatuck Chemical Division 


be drilled, sawed, sanded, and painted. 

Stronger than steel for its weight, non-corroding, dent- 
proof, rustproof, rotproof, REZ-ZIN made of VIBRIN rein- 
forced with fiber glass is amazingly chemical resistant, so 
durable that even hammer blows bounce off without harm. 

One of many chemical and plastics developments from 
the Naugatuck Chemical Division of United States Rubber 
Company, tough and durable VIBRIN promises more and 
finer products still to come. Feature new REZ-ZIN and other 
products made of VIBRIN. You'll sell more, profit more, 
enjoy a new high in customer satisfaction. 

REZ-ZIN is a registered trademark of Marson Corpora- 
tion, Revere 5l, Mass. 





1151 V ELM STREET 


NAUGATUCK, CONNECTICUT 








KRALASTIC RUBBER-RESINS ® MARVINOL VINYLS 


® VIBRIN POLYESTERS 


Akron - Boston - Gastonia - Chicago - Los Angeles - Memp’s - New York - Phila. - CANADA: Naugatuck Chemicals - Elmira, Ont. - Cable: Rubexport, N.Y. 
Want more facts? Circle 114, p. 63 
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alking away with 
the market! 


LAFAYETTE’'S | 
“STROLLER” 


WALKING 


SPRINKLER 


New! dite’ 
Model! As 
Retails at only 


Backed by manu facturer’s money-back guaranty! 





, uf 


: . j , j rac Works with 250 ft. hose! 
Hot sales streaks come in cycles. Years ago, it was cee ope eae ont 


the adjustable revolving sprinkler . .. then came Moves 20 or 50 ft. an hour! 
the oscillating sprinkler ...now... this is the year Firestone designed Tracto-Drive 


: . tires can’t bruise grass! 
of the walking sprinkler ! Low center of gravity insures 


can’t walk off hose! 
Free automatic stop. Can 


Lafayette’s $25.95 “Stroller” rolls right over com- 


o,8 . be placed anywhere! 

petition to lay mass market profits right at your » 2-in-1 Dual-Reach nozzles! Throws long 
door. Priced right! Styled right! The “Stroller’’ is wy shccenigaie si mpertnecragtgaaemaaamaaae 
loaded with product features unmatched in walking ° Free snap-oii coupling. sa 
sprinklers selling for twice as much! Permits instantaneous hose connection. 


In individual “Carry- Away” display case. 











See Lafayette’s complete line of volume-priced, quality-tested garden equipment. Partial listing here only. Complete catalog available on request. 






\0 Fair-Lawn ; 
Trig-a-matic I Dial-o-matic Oscillating ys 
Nozzle oo Sprinkler Sprinkler Filters, etc. 





ee. 


a Power 
> Whirl-wind « M2 Spray a Champion 














Sprinkler wt Sprinkler SF Hose 


Nozzle 














2s 








Sold through leading wholesalers everywhere! Contact your jobber today or write for further information: 


LAFAY ETTreEe 


LAFAYETTE BRASS MANUFACTURING CO., INC. e 409 Lafayette Street, New York 3, N. Y. 
Want more facts? Circle 115, p. 63 
26 © HARDWARE AGE, November 19, 1959 
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American RANGER 
Barbed Wire brings 
in the business | 


When they come looking for a real bargain in barbed 
wire, show ’em low-cost USS American Ranger. Tell 
‘em about its remarkable strength and durability. For 
here’s a lightweight barb that’s approximately as strong 
as regular 12'4-gauge barbed wire. . . and Ranger gives 
the same protection as a heavier gauge product. 

Yes, Ranger is a great bargain for all of your cus- 
tomers. And it is a good profit-maker for you. Just what 
you need to meet all types of competition. See your local 
American Fence salesman .. . or write American Steel 
& Wire Division, Dept. 9339, 614 Superior Ave., N.W., 
Cleveland 13, Ohio. USS, American and Ranger are trademarks 


American Steel & Wire 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal and tron Division, Fairfield, Als.. Southern Distributors 
United States Stee! Export Company, Distributors Abroad 





USS AMERICAN Fence Posts 


—available in three durable types. They drive quickly 
and easily for fast fence erection. Slit-wing anchors 
assure firm setting. They are ideal for permanent, 
temporary or contour fencing. Display all three types 
along with a few rolls of fence. 


USS AMERICAN Fence 


There’s more in use than any other brand. And here’s why: 
Proper galvanizing gives long service. Deep, permanent 
weather curves keep it taut and neat in any weather. Hinge 
joints allow it to flex when pressure is applied. American 
Fence—the farmers’ all-time favorite. 


Want more facts? Circle 116, p. 63 
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CHALLENGES 
OMPARISON 


RIDING MOWERS 


Compare the features...compare the prices... 
and you'll agree it’s easier to sell Law4//7e than to sell against it 


You just can’t buy better mowers than LawnFlite! Feature for 
feature, they challenge comparison. Look closely at the skillful 
engineering ... the top quality materials .. . the craftsmanship 
; that is evident in every part and every assembly ... the eye- 
LawnFlite Mowers, catching designs and the attractive, long lasting finishes. Best 
SnowFlite Snow Plows, of all, you can sell LawnFlite Mowers at prices that COMPETI- 


and the complete TION CAN’T TOUCH. 
hel ek -Jaemule Shel 


of Wheelbarrows, Lawn 
Carts and Spreaders 


Write today for Prices 
and Catalog Sheets on 


Want more facts? Circle 117, p. 63 
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No. 430 











PICK MATTOCK 
No. 2% 5 LB. 
CLAY PICK — 
No. 280 5,6, 7, 88. . 
CONTRACTORS’ PICK CUTTER MATTOCK 
8 LB. 3,5 8. 








No. 63-E 
EXTRA QUALITY 
WRECKING BAR 
24", 30°, 36" Length 











No. 75 


No. 400 
PINCH POINT SQUARE HEAD WEDGE 
CROWBAR 3, 4,5 LB. 


18, 22 LB. 
No. 63 


CARPENTERS’ WRECKING 
BAR 
12°", 18°", 24°", 30°, 36"° Length 













No. 88 
TAMPER TOP . . ~ a isis. / on * ot * te _ C % oon, a x 


POST HOLE DIGGER 
16 LB. 





Stock these 
» IRON CITY TOOLS 


N for 75% of your 
? heavy hand tool x a 
requirements i oe 


No. 74 
WEDGE POINT 
CROWBAR 
18 LB. 











Here are the Iron City Tools with 
the fastest turnover. Three of 
every 4 calls for heavy hand 
tools are for one or more 

of these items. You can stock 
the weights listed with con- 
fidence — they'll move. 


No. 229-H 
NEVADA (Long Pattern) 
STRIKING HAMMER 
8 LB. 





No. 325 H 
DOUBLE-FACE 
BLACKSMITHS’ 
SLEDGE 


4,6, 8, 10, 12 LB. 
most popular 


eon Cay Woot \Norks, tre. 


, . BOX 791 * WARREN, OHIO 
Want more facts? Circle 118, p. 63 
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“Here’s a really 
USABLE PLIER” 






Says Ray Lindner of Buffalo, N. Y., recog- 
nized as the expert mechanic who can 
“fix it” when others fail. Mr. Lindner has 
been a mechanic for 40 years and owner 
and operator of Lindner’s Garage for 33 


years. 








“A 


“CRESTOGRIP” PLIER “(Sn 77 
No. P210. Retails for $3.15 





\ 





“This CRESTOGRIP Plier grips better with 
less handle pressure than any utility plier I 
have ever used. Its box joint is the reason. 
Ordinary lap joints generate much more fric- 
tional resistance. Crescent’s box joint is not 
only smoother working but much stronger. 
It’s easy to adjust, easy to use...a really differ- 
PONE JOn¢ ent and better tool!”’ 


*9 ALL rou UST ats 


~— 


OVICK, POSITIVE 
ADJUSTMENT 


This cut-away view 
shows joint con- 
struction with its 
extra generous 


. ae ' f 
= A cnr». y 
<< Sey 4 bearing surface at 
Complete with six Se . the arrow point. 
P210 Pliers supplied in = ‘y 
carton at cost of pliers only. See 
CRESCENT TOOLS — 






















Or of the Srtisan 
Symbol of Crccllence 


Crescent is our trade-mork, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere ond made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
Want more facts? Circle 119, p. 63 
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9% 


Model 2-5-1 


DEALER PROFIT ON 
WAVE SPRINKLER BUY! 


Model M-1 


Model Jj-1 





HERE’S YOUR NO. 49 PROFIT-PAC: 


For a limited time only, your opportunity to make a 
BIG 49% PROFIT with Sherman’s Wave Sprinkler 
Buy for 1960! 


Simply buy four Sherman Wave Sprinklers shown 
above and get FREE: 
l-NEW MODEL 900-1 JET STREAM 
Impulse Type Sprinkler 
9-NEW MODEL 39-C SHERMAN 
HOSE SHUT-OFF 


Order from your JOBBER TODAY! 


YOUR GIANT 49% PROFIT 


LIST PRICE 
1 - Only MODEL 2-S-1 WAVE SPRINKLER $13.95 
1-~Only MODEL M-1 WAVE SPRINKLER 10.95 


2—Only Model J-l1 WAVE SPRINKLERS 





@ $8.95 ea. 17.90 
Your selling Price on Waves 42.80 

FREE — 1 only MODEL 900-1 JET STREAM 
Impulse Type Sprinkler 2.95 


FREE —5 Only MODEL 39-C SHERMAN 
HOSE SHUT-OFF @ $1.39 ea. 6.95 

Your Selling Price — Entire Package $5: 
YOUR COST $28.! 


127.17 











Youll do better with sg 4 £ “ gi go5 YLROAL beat | 


H. B. SHERMAN MANUFACTURING CO., 


Battle Creek, Michigan 
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(Advertisement) 





Here is the inventory sheet you helped to design 


Inventory counting simplified 


with these new sheets 





Form CC402 
Prepared by 
HARDWARE AGE 
DEPARTMENT 
LOCATION 


CALLED BY 


INVENTORY RECORD 


ENTERED BY 
PRICED BY 


EXTENDED BY 


Keep Your Figures and Fractions in the C mns. Be Extremely Careful That You Do Not Mix Y r Single 


CHECKED BY 
CHECKED BY 


ERRORS EXM D BY 





Order additional copies from HARDWARE AGE, Chestnut & 56th Sts 


Philadelphia 39, Pa 





| ARTICLE WITH NUMBER OR SIZE 


Spaces below set for double spaced typewriter 


QUANTITY | UNIT 


COST Panel : COST RETAIt RETAIL 


replacement 








EXTENSION PRICE EXTENSION 


a - 


























Totals 





























We asked hardware dealers what they wanted 
in an inventory counting and record form. Their 
answers are incorporated in the new HARDWARE 
AGE Inventory Record forms. 


Thousands of dealers have used HA Inventory 
Records in the past, because they are practical 
and easy to use. The revised forms will make 
your inventory taking even easier. 

Inventory sheets come in two styles—white and 
yellow. Both types are ruled to permit use of 
typewriter (double-spaced) without adjusting 
machine. All sheets are punched for loose-leaf 
binders. 


White sheets (illustrated above), Form CC402, 
have 25 listing lines on each side, on good bond 
paper. Prices, postpaid, are: $1.35 per 100 sheets, 


Sample of white inventory sheet. 


up to 500 sheets. Over 500 sheets, $1.10 per 100 
sheets. Overall size of sheets: 914 x 113% in. 


Yellow sheets, Form CC 401, have 36 listing 
lines on each side on high quality yellow paper. 
Listings include: article name, unit, cost price, 
unit, cost extension, percent discount or deprecia- 
tion, amount of loss taken. Prices, postpaid, are: 
$1.75 per 100 sheets up to 500 sheets; over 500 
sheets, $1.50 per 100 sheets. Overall size of 
sheets: 10 x 151, in. 


Make your inventory taking easier this year 
by ordering a supply of these new forms now. 
Please send check with order to HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39. Make 
check payable to HA Reader Service Dept. Spec- 
ify color or Form Number. 
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JIG, COPING and 
SABRE SAW BLADE 








je! 


FOR HAND, FRAMES POWER JIG SAWS, SABRE SAWS 
A complete saw blade sales center, at a low dealer cost and a high 
dealer mark-up. Everything you need to take care of the hobbyist, 
do-it-yourselfer and professional. And this unit is only 114” deep, 
less than 15” wide and only 8” high. Easel back for standup 
counter merchandiser, eye punched for wall or peg board display. 


Blades are packaged in individual plastic sleeves, each sleeve-pak 
regardless of type of blade is priced the same...perfect for self- 
service. Wide assortment of blade types, sizes, ends and teeth 
insures you ll have what your customers want. 


No. 50 Merchandiser contains 
5 packets each of the following 





No. of 
Blades 





Jig i } : ‘ 8 





Jig 





Jig 





Jig 
Jig 
Sabre } .250 











Coping .050 





Coping 62” 125 





Coping ' 6%” 093 be John H. ¢ oe ; 
108 hacen avest New bogie 8, N.Y. 
Coping | i 6” 22T .093 : 
































Want more facts? Circle 121, p. 63 a . 
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NOW...the most complete . \” ie ga | Ay) 
roller line in the industry... © NaC eee TSU Ry hy 


fills every painting requirement «> Wateeceemen <1)08 Lah): 0 os 


Threaded 

Plastic Handle 

All three rollers 
feature the 
exclusive Wooster- 
Magikoter® handle. 
Hand-fitting shape, 
tough, colorful 
all-plastic construc- 
tion. Threaded for 
extension handle 


new ‘BIG TED” 2%” 


Large 244” diameter for fast pro- 
duction work on large surfaces. 
Durable construction but light 
weight for faster, easier applica- 
tion. Takes all 9” covers. Smooth- 
rolling plastic end caps. 

Cat. No. R-023 


new Magi -Kage” frame 


For the home decorator who pre- 
fers a “cage” type roller. Smooth- 
rolling plastic end caps. Sturdy 
unitized frame construction. 
Takes all conventional type cov- 
ers. 

Cat. No. R-022 

















proven “JET” frame 


Easiest cover changes, fastest 
frame to clean, lightest frame to 


use for every painting and deco- 
rating job. Takes all conventional 


type covers. 7” and 9” sizes. A 
proven “best seller’ with more 
exclusive features. 


use, up in the center 
and not at the open 
end where strain 
occurs and handles 
break or loosen. 


Cat. No. R-018 








? DS more profit for you in these 3 big ACTION-PACKED SPECIALS 


: 1. save 49¢ = "-G 2. save 49c 
special at RETAIL PVA special at RETAIL 


Customer saves 49c when he 4-inch white wall brush and 
buys this Jet Frame, Woostron ® 1¥2-inch White bristle brush 
Cover and free Korner Trimmer the perfect combination for 
package. You make a full profit. most decorating jobs. Full 
Special promotion wrapper. All profit margin for you when 
regular catalog items. Packaged you offer this special for $1.99 
12 sets to the shipping carton. at retail. Special promotion 
Cat. No. R-784 wrapper. Packed 12 sets to the 
special self-displaying shipper. 
Cat. No. 1945 


3, save 19¢ 
special 
AT RETAIL 


Offer this White bristle 
trim brush for only 39c 
(58c retail value). Popu- 
lar 1¥2” size needed 
for most painting and 
touch-up jobs. Packed 
24 in display shipper 
that features this 
Outstanding special. 
Cat. No. 1946 


OSTER* 
GIKOTER 


ASK YOUR DISTRIBUTOR ABOUT THESE MONEY-MAKING SPECIALS NOW! 





THE WOOSTER BRUSH COMPANY + WOOSTER, OHIO 


Want more facts? Circle 122, p. 63 A Want more facts? Circle 123, p. 63 > 
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ANNOUNCING 
TWO NEW 
WELDWOOD 
WOOD FINISHING 
CENTERS 


a sure way to cash in on the profits in wood finishes 











Wel 
merce Og Finishes Cente 


* ‘SELECTOR Guine for wt 
econ 























PLUS a fast-selling assortment of Weldwood Wood 
Finishes that cost you just $78.60—plus a full supply of 
Weldwood Waxes FREE that retail at $58.86—nets you 
a whopping $111.26 profit! 


PLUS the biggest Weldwood national advertising 
campaign ever! 


To get the details, please turn the page... 
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WHICH WELDWOOD WOOD FINISHING: CEI 
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| I Weldwood Wood finishes Comms 








HERE’S THE PROFIT-PACKED DEAL TO GET YOU STARTED 


DEALER COST PRODUCT RICE E 


SIZE PRICE EA. QUAN. 
WELDWOOD | 
PASTE WAX | 1ib. | $1.10 12 


Merchandise 


Reg. Dealer Price 
either Merchandise Unit 


Total Dealer Cost 
(Merchandise & Unit) 


DEALER PROFIT 
You receive FREE a balanced 
assortment of Weldwood 
Waxes Retail Value 


Retail Value of Merchandise 


i TED. « sexeetkdonwndbaen ee wade $189.86 


Dealer Cost— Merchandise 


Dealer Profit on Merchandise 


OVER 58% PROFIT! 


CONTENTS OF EACH UNIT (see table) 


WELDWOOD LIQUID 
PASTE WAX 


WELDWOOD SATINLAC 


WELDWOOD SATINLAC 
LIGHTENER 


WELDWOOD 
CLEAR FIRZITE 


WELDWOOD 
WHITE FIRZITE 
WELDWOOD 
EXTERIOR STAINS 
REDWOOD 
DRIFTWOOD 
SIERRA BROWN STAIN 
CASCADE GREEN STAIN 


WELDWOOD WOOD 
PRESERVATIVE 


Pint 
Quart 


14 Gal. 


Pint 
Quart 
Pint 
Quart 
Pint 
Quart 
Pint 
Quart 


Quart 
Quart 
Quart 
Quart 


89 
1.49 
2.85 
1.55 
2.55 
1.45 
2.35 
1.20 
1.95 
1.45 
2.35 


12 
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ER MEETS YOUR REQUIREMENTS BEST? 


A. SELF-SERVICE FIXTURE UNIT 


This compact, permanent store fixture is endorsed by the National Retail Hardware 
Association. Place it at the end of a gondola run, against a wall or use it as an “island” 
display. It adds to the appearance of your store as it sells. 


B. SELF-SERVICE DISPLAY UNIT 


This attractive, modern display is a complete finishing center. Sturdy wood and wrought 
iron construction insures maintenance-free service. The eye-catching lighted header will 
attract customers and stimulate sales. 


Whichever type you choose, the Weldwood Wood Finishing Center 
makes your wood finish selling efforts easier, faster, and more profitable. 


e A COMPLETE PACKAGE—puts your customers’ entire wood finishing needs—from initial 
finish through the final wax—all in one spot. 


© SELECTOR-GUIDE TO WELDWOOD FINISHES—40 real wood samples show your customers 
the wide variety of effects they can get with Weldwood’s full line of quality wood 
finishes. Tells them exactly how to achieve the various finishes, answers all their questions 
while you’re busy with other customers. 


@ PROVISION FOR MARKING PRICES CLEARLY RIGHT ON THE UNIT 


e A PERMANENT MERCHANDISING FIXTURE—a valuable addition to your store. Sturdy, 
compact, it will go on building sales and making profits for you for years. 


YOU'RE BACKED BY THE BIGGEST ADVERTISING CAMPAIGN 
EVER SCHEDULED FOR WELDWOOD WOOD FINISHES 


Headed by radio’s #1 salesman—ARTHUR GODFREY Also in LIFE and MECHANIX ILLUSTRATED and in 
on the Columbia Broadcasting System’s more than 200- business publications reaching the manufacturing and 
station coast-to-coast radio network. construction trades. 


Use this handy order form 


TEAR OUT AND MAIL TODAY 


Order Form 


UNITED STATES PLYWOOD CORPORATION 


I want to take advantage of your introductory offer. 
Please enter my order for: 

A. Self-Service Fixture Unit B. Self-Service Display Unit 
Store Name — 
My Name__ 
Address. 
| ae __Zone____ State 


Ship through my jobber__ 
Jobber address____ 





FROM THE PEOPLE WHO KNOW WHAT'S GOOD FOR WOOD 
WELDWOOD WOOD FINISHES 


we. Owooo 


usa 


WELDWOOD PASTE WAX. A semi- 
soft, genuine carnauba paste 
wax, unmatched for its clarity, 
gloss, and toughness—un- 
equalled by synthetic waxes 
and wax substitutes. Goes on 
smoothly, lasts longer, is water- 
resistant. 


WELDWOOD CLEAR FIRZITE”. 
A penetrating resin sealer to 
prevent wild grain when paint- 
ing or staining softwoods such 
as fir, pine, etc. Also serves as 
an eacellent base for stains 
when tinted with colors-in-oil. 


WELDWOOD LIQUID PASTE WAX. 
An easy-to-use, self-cleaning 
liquid paste that won’t harm 
wood the way so-called “‘self- 
polishing waxes’ can. Clear, 
pure, won’t build up brittle 
deposits that can crack, turn 
yellow, rob surfaces of their 
original beauty. 
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WELOWOOD WHITE FIRZITE. 
Similar to Clear Firzite, but 
with a white pigment that 
makes it ideal as a first coat in 
painting. Reduces grain raise, 
checking. Also ideal as a wipe 
to achieve blond, pickled, and 
limed effects. 


WELDWOOD SATINLAC®. New, 
improved formula with greater 
solids content goes farther, 
works easier, is nearly odor- 
free. Brings out and preserves 
wood’s natural beauty with no 
“built up” look. Does not 
yellow. 


WELDWOOD EXTERIOR STAINS. 
In 4 long-lasting beautiful 
shades: Redwood, Driftwood, 
Sierra Brown, and Cascade 
Green. A deep-penetrating, 
hard-drying formulation of 
oils, resins and pigments that 
resist fading. Easy to apply, 
for homeowners and profes- 
sionals alike. 
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WELDWOOD SATINLAC® LIGHT- 
ENER. New, anti-wetting agent 
to prevent darkening that 
usually occurs when new wood 
is finished. Retains the native 
wood tone when followed by 
finish coats of Weldwood 
Satinlac. 


PRE VENTS 801 - DECAY MNOEW 
FUNG! STAIN 

RETAROS WARPING - CHECKING 

SVE LL 100G - Sree PeRTIONS 


AMLS TERMITES 


WELDWOOD WOOD PRESERVA- 
TIVE. A highly water repellent 
sealer for use on wood exposed 
to weather, water, or placed in 
contact with soil. Rich 5% 
Pentachlorophenol content as- 
sures complete safety against 
termites, rot, fungus. 


NO ONE HAS A WAY WITH WOOD LIKE 


No 
Postage Stamp 
Necessary 
If Mailed in the 
United States 








BUSINESS REPLY MAIL 


First Class Permit No. 720, New York, N. Y 








UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street 


New York 36, N. Y. 


Dept. 115 


UNITED STATES 


WELDWOOD 


Products of 
PLYWOOD CORPORATION 
119 branch showrooms in the United States and Canada 


HANDY ORDER FORM 


MAIL TODAY 





Hardware Age 
feature articles 


Nov. 19, 1959 Vol. 184, No. 11 


So, youre going to expand... 


From the ground up, this store was designed for hardware. 


Here are ideas to help you plan your new store, 


or expand your old store. to get more profit. 


It costs a lot of money these days to build a new 
store or to greatly expand an older store. 

Every detail must be weighed before decisions are 
made. Little items such as extra telephones can add 
up to a big tab that will strain profits for many years. 
One clerk too many is several thousand dollars wasted 
a year. 

What are some of the major considerations about 
store, personnel, and merchandising that may affect 
your decision to move or expand? You’ll find some 


interesting suggestions in this outline of Buhne’s 
Hardware Emporium, Eureka, Calif. 

The old H. H. Buhne Hardware store at Eureka 
was founded by a former gold miner. Recent years 
saw the town pass the store by. Parking was impos- 
sible, and problems multiplied for the 7000 sq ft 
store. 

A new store was the only way out. 

In early 1958, H. Buhne Redmond, grandson of the 
firm’s. founder, took charge of his new store in the 
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So, you’re going to expand... 


same city. He has 15,000 sq ft, nearly 14,000 sq ft 
in selling space. 

The store’s staff consists of 16 full-time employees 
and three part-time. Hours are 9 a.m, to 5:30 p.m. six 
days a week, excepting 9 to 9 on Fridays. 

Buhne’s is in the downtown section of Eureka, with 
some 30,000 population. However, the trading area 
is considered to envelop all of Humboldt county, with 
90,000 people. 

Humboldt county has a high percentage of sports- 
minded residents. So about one-sixth of Buhne’s total 
selling area is devoted to sporting goods. Featured 
are hunting, fishing and camping equipment, and 
golf, tennis, archery and basketball needs. 

A big-screen television set gathers crowds at the 
sporting goods department when a major sports event 
is telecast. 

Fully half the store’s space is devoted to hardware, 
and one third to housewares. There is approximately 
1600 linear feet of fluorescent lighting, installed at a 
cost of about $1 per sq ft of space covered. Outdoor 
and perimeter lights on a separate circuit, remain on 
until 10 p.m. The outdoor lighting cost $5,500, in- 
cluding a large revolving illuminated letter “B” which 
has become a local landmark. 

Fixtures are painted in a variety of colors to create 


(Continued ) 


a more pleasing atmosphere. There are some three 
dozen display fixtures of varying types and sizes. 

Most of the gondolas are 15 feet long, with ad- 
justable shelves and perforated board backing for 
increased display space. The backing is tempered 
Masonite to withstand long usage, and fascias are 
maple. More than $1,500 worth of glass was used 
in binning. 

The new store represents a total investment of 
some $200,000, of which $134,000 was building cost. 
By building from the ground up, management was 
able to design a store that would exactly meet the 
merchandising requirements of its particular area 
and clientele. 

There are two checkstands near the doors to the 
parking lot, where most traffic comes from, and one 
checkstand up front facing the street entrance. 

At either entry is a directory, guiding shoppers to 
Buhne’s 52 separate departments. Each department 
is further divided into subclassifications, making it 
easy for anyone to find any of the store’s 20,000 items 
in the least amount of time. 

Buhne’s perpetual inventory system is synchro- 
nized with the store directory. 

In the old Buhne store, every clerk used to make 
out purchase tickets and give change. If a buyer 


Specials, such as this shopping bag promotion, are steadily featured at Buhne's. 


Bs 
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Packaged merchandise boosts volume. 


shopped in three different departments he would have 
to have tags made out three times by three salespeople. 

Management ran an analysis of the procedure and 
decided that the cost of having a salesperson wrap an 
article, make out a tag and make change was too high. 
The result of the analysis is the present system of 
self service. 

Under the present setup, salespeople have a chance 
to become specialists in one or a few sections, to help 
customers make their own selections quickly and to 
trade up wherever possible. 

When customers see shopping carts as they enter 
they know they’re on their own and won’t be bothered 
unless they seek help. 

But the Buhne organization is well aware that 
self service without merchandising is not the high- 
road to volume. 

In the belief that merchandising begins with at- 
tracting large numbers of customers, the store runs 
large advertisements, at least a third of a page, in 
the local newspaper on Thursday evenings and Fri- 
day mornings. Advertising is concentrated in the 
newspaper because there are four radio stations and 
two television stations competing for attention. The 
paper covers the whole audience. 

Buhne’s is strong on promotions. Once a special 
purchase of axes made it possible to retail a good axe 


at a low figure. During the promotion all salespeople 
and checkers wore paper hats with placards reading, 
“Give ’em the axe—$5.99.” 

Merely by bringing it to the attention of the pub- 
lic, axe sales hit the stratosphere. The hat placards 
were used in another promotion in which deer bags 
were sold at 98 cents. A similar stunt was used with 
aluminum foil. 

Since there isn’t much industry in Humboldt county 
aside from lumber manufacture, hardware volume is 
mainly with the do-it-yourself customer. In dealing 
with individuals rather than corporations, Buhne’s 
concentrates on personal service. 

Gift wrapping is available, free. Deliveries are 
likewise free on a three day a week basis, although 
urgent deliveries are made as a special service. 

It takes complete stocks to build and maintain store 
traffic, Buhne’s believes, so shelves and fixtures are 
carefully maintained at capacity. 

By paring down the number of brands, management 
features mass displays in several price ranges. 

“There is still a definite need for the 99-cent hand 
tool,” said Mr. Redmond. 

“Once we surveyed our tool section and found that 
we had 128 kinds of hammers under seven different 
labels. We have cut that down drastically so that one 
brand doesn’t compete with another. There is less 
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So, you’re going to expand... 


customer confusion. We are doing the same thing 
with electrical appliances, and plan to survey more 
categories.” 

Digging deeper into the area of merchandising, 
Buhne’s experimented with prepackaging. 

At first, only wood screws were prepackaged a dozen 
to a box, by checkers during their spare time. Now 
the prepackaging has been extended to hinges and 
other small items. 

Where costs make it economically feasible, many 
other items are bought already prepackaged. Buhne’s 
also buys hardware in bulk and makes its own pack- 
ages, price-marking each one. The perforated board 
fixtures are ideal for this type of display. 

Telephones play an important role in the Buhne 
setup. The store has 20 instruments, all colored. They 
are interconnected so that they can be used for inter- 
communication among departments. 

The initial outlay for all 20 instruments was large, 


(Continued) 


but it is expected to pay for itself in many ways. 

For one thing, it is a paging system which elim- 
inates undignified calling back and forth. Most of all, 
it greatly increases the efficiency of store personnel. 

While fixtures are designed to permit store-wide 
visibility, wire hangers are used as a merchandising 
aid. In one instance, large bags were wire-hung, each 
bearing the phrase, “Shopping Bag Buys.” 

Anything that will catch the eye of a shopper is 
fully exploited for its merchandising possibilities. 

At the rear of the store, next to the office entrance, 
is a neon sign identifying the layaway and special 
order window. 

Services like these are felt to be important enough 
to merit their own window in a store like Buhne’s, 
where only half the volume is cash business. 

About 25 percent of volume is straight charge ac- 
-ounts, but the store also sells on a 90-day no-interest 

(Continued on page 96) 


Time for the employees to go home, but owner Redmonds cal/s an important sales meeting that will help the staff 


sel/ more tomorrow. 
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Slanted shelving solves 





paint display problem 


How a dealer redesigned paint section displays to help customers 


self select colors, to keep paint in stock and to keep outs at a minimum. 


The force of gravity helps dis- 
play paint more effectively for 
Whitney Hardware, Seattle, Wash. 

After vears of conventional mer- 
chandising, owner Gordon Whitney 
decided that improvement was 
called for in his paint department. 
He had the conventional type of 
level wall sheiving, set up so that 
customers who knew what they 
wanted could serve themselves. 

“The trouble with this arrange- 
ment was that the customers were 
mixing up the cans of paint,” Mr. 
Whitney says. 

“In looking for a paint of a cer- 
tain color, they usually picked up 
the cans to examine the labels 
more closely. In so doing, they 
managed to mix up many of the 
types and colors pretty thoroughly. 

“This required a lot of extra 
work on my part and, when I did 
not take care of it properly, pre- 
vented me from keeping track of 
inventory as I should. 

“T found myself occasionally run- 
ning out of paints that I should 
have had in stock, simply because 
I could not tell by glancing at the 
case that I was out of those varie- 
ties.” 

Mr. Whitney found the solution 
to outs lay in construction of his 


paint shelves on an angle and 
separation of each variety. 

So that paints would slide on the 
inclined shelving, the base was 
made of sheet metal, and crimped 
to form individual chutes or chan- 
nels for each variety. Chutes were 
made in widths to accommodate 
four sizes, from quarts down. The 
shelving is such that four quart 
cans can be placed in depth in a 
single compartment. 

In addition, Mr. Whitney de- 
tached a sample of the color for 


each variety displayed from the 
color sample chart supplied by the 
manufacturer. These samples were 
mounted to the shelf edge, directly 
below the appropriate compart- 
ment. 

“This has completely eliminated 
mixing up paints. There is no rea- 
son for it since customers can see 
the color they’re looking for right 
on the edge of the shelf,” Mr. 
Whitney says. 

“Result is that I’m able to keep 

(Continued on page 95) 
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Want to move more merchandise ? 


... Display it outdoors 


Here’s a dealer’s simple formula for more 


sales: Outdoor displays and plenty of parking. 


Almost every store has and needs one outstanding 
section to pull in traffic. 

The key traffic makers at Huffstutler’s Homewood 
Paint & Hardware Company, Homewood, Ala., are its 
outdoor display and parking facilities. 

According to T. W. Huffstutler, proprietor, about 
half of his business can be credited to yard sales. 
Here, customers don’t use the front door at all. In- 
stead they drive in on the large parking lot on the 
side. If customers go in the store it is through the 
double side door from which the two yard salesmen 
operate. 
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In the middle of the 150 x 150 ft parking lot is a 
small warehouse. From it, such items as fertilizer, 
bulk seeds, and building materials are sold. These 
are items which can’t be too well displayed out in 
the open. But a host of other merchandise is given 
the open air display and it has stepped up sales about 
50 percent. 

Items which sell particularly well out in the open 
include playground equipment, outdoor furniture, 
garden tools and supplies, earthenware, fence posts, 
barbecue and patio supplies, and many other bulk 
items. 


Outdoor displays and plenty of parking space, a hard-to-beat sales combination. 
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dy to open for the day. Yard sales account for half of his store's volume. 


Some of the yard merchandise has to be moved in 
and out daily. However, the parking lot has a fence 
around it. Some items are left outdoors 24 hours 2° 
day. This includes larger items such as swings, brick, 
fencing materials and large urns and pots. 

“We have some thefts,” said Mr. Huffstutler, “‘but 
not many. Department stores have some shoplifting, 
but that doesn’t keep them from putting the merchan- 
dise out where it can be seen.” 

“This method of doing business, where a store turns 
itself inside out and displays as much merchandise 
as possible on the outside, appeals to customers for 
several reasons,”’ says the owner. 

Mr: Huffstutler finds the yard sales especially 
adapted for special events like carload and truck load 
sales, and for occasions such as Clean-Up Week and 
Christmas. It is also fine for shrubbery sales, but 
Huffstutler does not handle this line for local reasons. 

It is true that only larger merchandise is adapted to 
being displayed outside of the store. By the same 
token big items are usually big ticket items, so that 
the unit sale is larger. In the Huffstutler store the 
average yard sale is twice the average sale inside the 
store. 


It was more or less by accident that Mr. Huffstutler 
learned the value of open air facilities. He acquired 
a building with the idea of moving his hardware store 
into it. This included considerable open space on the 
side. 

Until Mr. Huffstutler’s lease on the old store ex- 
pired he experimented in the new store with mer- 
chandise designed for the new era of suburban living. 
These yard and patio lines went over so big, alone 
with gifts, that he retained his old location and, in 
effect, has two stores. The yard sales became so im- 
portant that he cut a new entrance into the side of 
the building, facing the parking lot. Now that is the 
main entrance. Customers would rather drive on the 
parking lot and shop out in the open. If the weather 
is bad, they step in the side entrance to the store. 

From this experience Mr. Huffstutler’s advice to 
those who may be planning to build a new store is to 
acquire as big plot of land as possible, pave it and set 
the store down in the midst of it. This will permit 
outdoor displays all around, as well as parking. 

For a hardware store with staple merchandise in 
good depth and selection, outdoor display is the sure 
avenue to increased sales. @® End 
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A self-serve fixture you can build 


Here are the plans for a versatile, low cost gondola for self service. 


You can build it to solve a display problem in shelf or bin hardware, 


or adapt it for vertical displays of bagged and carded items. 


Many dealers have a problem sec- 
tion or department where sales are 
below par largely because of a dis- 
play weakness. Often these dealers 
attempt building a display on a 


shoestring budget to solve the prob- 
lem. 

Too often home-made displays 
have that home-made look because 
they are built on a plan-as-you-go 


basis. Many a dealer wishes he 
had started with a_ professional 
blueprint. 


Now you can build an 8 ft gon- 
dola, or adapt it to fit a special 


The basic unit, without shelves. Metal runners center posts support perforated paneling. Three 6 ft units are banked 
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to make an 18 ft tool section. Grossman Hardware & Lumber Co., Framingham, Mass. 
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ie —= | Overall dimensions are 4 x 8 ft x 

ae e ' 52 in. high. There are three large 

T Aatfa" shelves on each side of unit, plus an 

Y im | 18 in. high storage area in the base. 
TOTAL HEIGHT a | Entire centerpiece is —— _ 
SA" {__j| i 8" | eling. Framing is 2 x 4 in. lumber. 
smal 48 = oe All shelves of 5 in. thick plywood. 


Angle brackets support the shelves, 

can be removed to make this an 

open fixture for vertical displays. 
Key letters A through F are ex- 
| plained in Fig. 2. 











FIG. 2 


: | Ss 
~ YJ, 24:9 | Exploded view showing details of 
> / TACK SUPPORTS | base and one side of unit. Flat areas 


are ¥% in. plywood. Perforated pan- 
ee i eling is '\/, in., mounted on reinforced 
frame that is drilled to support jacks 
under shelf D. 
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location, from plans used to build 
many such gondolas for a chain of 
New England stores. 

Hardware consultant James Kiley 
designed the fixture as a do-it- 
yourself project for dealers with 
limited modernizing budgets. | 

This fixture is usable with or 
without its shelves. A shelfless ver- 
sion is shown in the photograph. 
Only the perforated backboard | 
and base section is used. This | 
adaptation is for carded and bagged | warnacs te ; | 
hardware designed for hanging ACM [OC MEAFORATED PANELS BOTH — 
from hooks. A = SS : es / 

With shelves added, this display | 
becomes a good headquarters fix- 
ture for tying-in widely assorted 
but related items, such as garden 
supplies. 
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+HOLES USEDTO ||| 


Fig. 1 shows the complete unit 

with some details. The key letters, BOLT MEL (8) | JACKS TO 
| 

THIS (Cc) FRAN L 


crea 


A through F, relate to details in | 
Fig. 2. Besides the lumber and Y |r Mg a 

board specified in the two draw- , a 
ings, you’ll need only fasteners and —— ———ae -O ha — 
some paint to build the complete 
unit. @ End 
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This is the modernized store that features self service methods 


Why switch to self service? 


Here’s an answer. This dealer found 
many benefits in self service including 
more sales per clerk. This idea 


helped make self service work. 
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Dollar sales per employee can rise by 50 percent. 
Shoplifting is greatly curtailed. The transition to 
self service from clerk service can pay for itself 
quickly. It can do wonders for profit. 

But there is no black magic involved, and not 
every transition to self service pays off. 

Going to self service means many things: consid- 
erable expense, long months of planning, gaging 
your market to see if self service is best in your 
neighborhood, and the follow-through of maintain- 
ing mass displays and rigid price marking. 

There are dozens of other incidentals that are 
part and parcel of the basic self-serve concept. Each 
aspect must be thoroughly weighed before any de- 
cision is made for self service. 

In brief, look before you leap. 




















. and this is the heart of the self service system: Speedy 





customer handling, departmentalized register. 


Charles Librett Inc. Hardware, New Rochelle, 
N. Y., has made the self service transition success- 
fully. Here is how self service works for Mr. 
Librett: 


Store layout 

The store, formerly a conventional clerk-service 
operation, is now divided into departments. A single 
check-out counter is at the exit. Merchandise is 
displayed openly and invitingly. Items are all price- 
marked. 

Autographic machines with three-copy sales slips 
are at strategic points throughout the store for use 
with charge sales. 


Benefits of the system 

If a shopper is in a hurry, he can select what he 
wants and leave the store quickly through the check- 
out. If the customer wants to browse leisurely, the 
path is open to him—and no clerk bothers him. If 
the customer wants personal service, that’s also 
available. He needs only to signal for help. 

“The modernizing of the store system,” says pres- 
ident Charles Librett, “has given the store an en- 





tirely new personality.” 

Fully 50 percent of the customers wait on them- 
selves, according to Mr. Librett. Since salespeople 
do not have to handle cash, record the sale, or make 
change, they are free to devote all of their time to 
selling. All transactions are handled by the cashier 
at the check out station. 

On charge sales throughout the store, a clerk 
makes out the three-copy sales slip, retains one copy, 
and staples the yellow slip to the package, which 
must be shown when passing the check out. 

The third charge copy is retained in the charge 
machine. Thus, every customer must pass through 
the check out, and the sales records are assured. 

The charge slips retained in the autographic ma- 
chines are periodically collected and taken to the 
cash register, where they are validated by the ma- 
chine. After validation, the sales slip is attached 
to the article for delivery, if required. 

Price-marking the items is a three-fold blessing. 

First, it cuts down mistakes in pricing. 

Second, it enables the customer to determine the 
price without having to locate a salesman. 
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Why switch to self service? 
(Continued ) 


Third, it eliminates the necessity of salesmen hav- 
ing to know the prices of many hundreds of items. 


Reasons behind modernization 


The Librett organization found that while store 
volume was increasing, its percent of earnings was 
going down and expenses were going up. Mr. 
Librett began reading surveys that showed a defi- 
nite decrease in percentage of salary expense to 
sales (and profits) with a check-out installation. 
This is because a volume increase can be handled 
without increasing personnel. Salespeople are only 
concerned with selling, and only a portion of the 
customers need their services. 

“With competition increasing to the point where 
many merchants are carrying hardware items,” Mr. 
Librett says, “hardware dealers must use every pos- 
sible method to hold their trade. We gave the check- 
out system a long, hard look.” 

With conventional sales techniques, Librett’s 
could not handle peak-period traffic effectively. 
Peak-period traffic was increasing. Extra help would 
increase selling costs beyond a proportionate return 
in sales, and would not be efficient. 

But a check-out station could handle a very large 
increase in customer traffic without increasing the 
sales force, and without sacrificing personal service. 

“We asked ourselves the questions: Can we in- 


Hardwareman Charles Librett. 
eT 
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crease Our volume without increasing personnel? Is 
check-out a good answer for tomorrow’s business? 
We decided that the answer to both questions was 
yes,” Mr. Librett says. 

How do the customers feel? 

It has been pointed out that more than 50 percent 
of customers now wait on themselves at Librett 
Hardware. They prefer to just browse. They have 
the choice of shopping leisurely or quickly. Attrac- 
tive displays and pre-sold merchandise stimulate im- 
pulse buying. 

Nation-wide advertising has educated customers 
for self-service. They know what they want. Often, 
they do not need assistance to choose with judgment 
and good taste. There’s a growing number of cus- 
tomers who are beginning to demand self-service. 
Pilferage 

The conventional clerk-service store has no check- 
ing point at the exit door. This is a situation that 
presents a strong temptation for many people. 

The crowded store with busy salespeople was al- 
Ways an open invitation to people who would ordi- 
narily never think of shoplifting. 

Shoplifting is positively cut down by the check-out 
system. Before a customer can leave the store, he 
must present his purchase at the checkout counter. 

To get out of the store, a would-be shoplifter must 
“pass inspection” under the scrutiny of a trained 
checker. 

The very existence of the checkout station pre- 
sents a powerful psychological barrier. Even the 
most daring shoplifter is deterred. And the profes- 
sional would rather go someplace where the job is 
easy. He doesn’t like to pass inspection either. 


Results of the system 

Librett Hardware uses a true customer count for 
each department, a feature built into the cash regis- 
ter. This tells which department is being shopped, 
and how much. The relative performance of the 
departments is evaluated, and this information 
serves as a basis for sales planning. 

Sales records of each department are kept, and 
1, term bonuses are paid on the profit of each de- 
partment. 

“The most surprising part of the new system,” 
says Mr. Librett, “is the extent to which the mer- 
chandise sells itself. We had not expected the sim- 
ple displays to do such a terrific job, but the mer- 
chandise itself often does a better job of selling than 
the salesperson can do.” 

Mr. Librett estimates that the check-out counter 
saves about three minutes per sale. 

Since the salesperson does not add up or ring up 
sales, and since he does not have to make change 
or wrap packages, he is able to save about three 
minutes on each customer. This gives him that much 
more time for routine jobs, and to handle additional 
customers. 

For this reason, surveys have found the average 
volume per employee in a check-out hardware is 
$30,000, whereas NRHA’s 1958 average is some $22.,- 
375 per employee. @ End 











Wholesalers fight profit squeeze with 





Modern Methods 


How can wholesalers inake the best use of their warehouse space? How can 


they know if management is helping employees turn out a day’s work? 


Here are the answers to these problems from an authority on management. 


This is the third of a series of articles on how whole- 
salers are strengthening their position on the wholesaler- 
dealer team in hardware distribution. The first article was 
published in the Sept. 24 issue, page 52. The second ar- 
ticle was published in the Nov. 5 issue, page 48. The 
fourth and final article, on billing, will be published in a 
forthcoming issue. 


by Dr. George D. Wilkinson 
President 

George D. Wilkinson Co. 
Princeton, N. J. 


Material handling 


The Acme Wholesale Hardware Co. was like many 
I had visited. The sales line was going up fast enough 
to warm the heart of the president, but the sales 
manager was unhappy. The company could not give 
the service to the customers. He blamed all the 
trouble on the warehouse. 

“We get an order into the house on Monday,” he 
told me, ‘‘and we’re lucky if it is ready for shipment 
by Thursday night. That means practically a week’s 
lag between the time a customer places an order 
and the day he gets his goods. Our competitors two 
hundred miles away can get merchandise into our 
territory faster than we can.” 

The warehouse manager blamed the building. “We 








have four floors to work from in the main building, 
and two in the new building.’”’ He looked at me with 
disgust. “They call it the new building, because it’s 
not as old as the old building. Your grandfather 
would have seen both those old buildings if he passed 
through this town when he was a boy.” 

The president told me he thought he would have 
to build a new one-story building soon, but he did 
not see how he could find the money to pay for it. 

The situation looked hopeless. The company was 
losing customers because of poor service. Service 
could not be improved without a new building. A 
new building cost more than the company could afford 
to pay right now. In fact, if the company continued 
to lose out to its competition, it would never be able 
to get a new building. 

Was the picture really that bad? Fortunately not. 

The buildings were old, but they had many more 
years of life in them. They were in a good location, 
although customers could not always find room to 
park nearby. 

The main building, with its four floors, was strongly 
built. The first floor was concrete; the upper floors 
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Wholesalers fight profit squeeze with 
Modern Methods 


(Continued) 


were of wood. All but the top floor were strong enough 
to hold any reasonable load. 

The “new” building was located across the street. 

Although an old structure, it was of modern con- 
struction. It had been built in the twenties for an 
automobile dealer, and its two floors were concrete. 
It was served by a heavy-duty elevator. 

In short, the buildings were sound and serviceable. 
The only question was, whether they were adequate 
for the needs of the Acme Wholesale Hardware Co. 

When I walked through the buildings, I saw that 
a lot could be done to improve the warehousing 
operation. The housekeeping was not good, but this 
is not what really bothered me. Busy people some- 
times do not have time to be neat and orderly. The 
real trouble lay, I was sure, in the use of space and 
of people. 


Items stored in different areas 


For example, the first thing I noticed was that on 
every floor you could stand on one side and see the 
opposite wall. This meant that cube was being wasted. 
Merchandise was being stacked only as high as a 
man could reach. With 14 and 16 foot ceilings, this 
meant that six to eight feet of storage space was 
wasted on all six floors. 

The next thing I noticed was that the same items 
were stored in several different places, sometimes 
even in different buildings. 

“IT have to do it that way,” the warehouse manager 
told me. “We don’t have enough room to give every 
item its own spot. If we ever get a new building 
with enough room, I'll put all the fencing in one 
place and all the toys in another. It will be a simple 
matter then to keep everything in order.”’ 

He did not say anything about cubage he was 
wasting. 


No room for fork lift equipment 


Another thing bothered me. I saw no fork trucks, 
and no merchandise on pallets. “I’ve seen them use 
fork trucks,” the warehouse manager admitted, “‘but 
we can’t use them here.”’ 

“Why not?” I asked. 

“Well, in the first place,” he replied, “you have 
to have room. If we had a one story building, where 
you could run the truck from one end to the other, 
it might be practical. But you can’t save any time 
with a fork truck if you have to go up and down 
on elevators. Besides, in this building you could 
only use it on the first floor. You couldn’t run a 
truck on those wooden floors. It would fall through. 
And you would have to run it across the street or 
else have two, one for each building.”’ 

“Besides that,” he continued, “I am not sure it 
would pay off in our business. Suppose you had nails 
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on pallets. We never would sell a whole pallet load 
of nails on one order. They go out in two, three, or 
four kegs at a time. So where would your savings 
be?” 

Joe was a good warehouse manager. He had a great 
deal of native intelligence and he was sincerely in- 
terested in doing a good job. His only trouble was 
limited vision. 

He had started with Acme as a boy out of high 
school. Not having the temperament to make a sales- 
man, he stayed in the warehouse. In recognition 
of his leadership and willingness to assume responsi- 
bility, the company advanced him. Now he was man- 
ager. But he never went to materials handling con- 


















































"Merchandise was being stacked only as high as a man 
could reach . . . This meant that cube was being 
wasted... — 


ventions. He read no materials handling magazines. 
He did not even visit other warehouses in his own 
city. 

I do not cite these facts to blame Joe. They were 
not his fault. Who ever heard of a warehouseman 
going to a convention? What would the president 
think if he took time off to go visiting? He didn’t 
even know there were magazines about warehousing. 
But then, neither did his boss, the president. 

I had a job to do to re-educate both Joe and his boss. 
It was not hard to do. The president quickly saw 
the value of having a man with a professional ap- 
proach in the warehouse. Joe jumped at the chance 
to better himself. 

When the Southern Wholesale Hardware Associa- 
tion held a meeting for warehouse managers, Joe 
went. He read the magazines. Most important of all, 
he started to think about his job, and found that 
it was fun. 


The results of Joe’s new attitude were surprising. 
The company still does not have a new building. It 
will be many years before it does. Joe now knows 
he doesn’t need more space. Here is what he did. 





First, he classified all of the items he was storing. 
There were four groups: 

Shelf and bin. 

Full cartons. 

Items that could be handled by fork trucks. 

Items that were hard to handle. 

Then he measured the items in each group to see 
how much room each needed. To his surprise, prac- 
tically all of the items that could be handled with 
a fork truck would go on one floor. All of the shelf 
and bin items required less than the space of one 
floor. The full cartons needed a little more than 
two floors. 

With these facts at hand, the solution to Joe’s 
problem was clear. Using as much of the cube as 
possible, he stored palletized merchandise on the first 
floor of the old building. All the shelf and bin items 
went on the second floor. In addition, he placed there 
items like paint, which went out both in full and 
broken carton lots. Then on the top two floors he 
put the full carton items. r 


How to handle will call orders 


Formerly, he had had most of the active shelf 
items on the first floor, where they were readily 
available to the will-call counter. He solved the 
problem of service to the will-call counter by running 
a conveyor from the center of the second floor to 
the counter. This gave him faster service to the 
counter than he used to have when the items were 
on the first floor. 

Another problem he had to solve, was packing. 

Packing tables had been on the first floor, too, and 
they took up a lot of room. His new plan left no 
room on either the first or second floor for packing 
tables. 

When we analyzed the problem, we discovered that 
much of the space occupied by the packing tables 
was filled with clutter. A great deal of space was 
taken up, too, by orders awaiting packing. We studied 
the work of the packers, and found that most of 
their time was spent in walking and carrying. 


One solution for two problems 


It often happens that when you solve one problem, 
you solve another at the same time. This was true 
here. 

We needed to save space on the packing floor. We 
found out how to do it, and at the same time we 
cut out work. We put checking and packing on a 
production line basis. We set up two lines of gravity 
roller conveyors. (We did not have to buy them. We 
found them gathering dust in a stair well.) 

»etween the two lines, about 10 feet from the 
start, we stationed the checker. We left another 10 
foot interval on the lines, and then, on each line, 
put a small table. These were the packing stations. 
Each table held paper, tapes, twine, and the other 
materials needed by the packers. 

At the end of the two lines, another conveyor was 
set at right angles. At the end of this one, at the 
same height with it, was weighing scales. 

The operation of the line was simple. The order 


pickers picked their items into tote boxes that would 
roll freely on the conveyors. They placed their picked 
orders at the starting end of whichever conveyor 
had fewer boxes on it. Gravity carried the work 
toward the checker. The 10 feet of conveyor acted 
as a reservoir to accumulate orders when the checker 
got behind. Standing in one spot, he checked the 
orders. Sometimes, if one line became jammed, he 
would transfer boxes to the other one. Ordinarily 
he merely checked the items, left them on the con- 
veyor. 

The checked orders theu rolled to the packers. 
Again 10 feet of conveyors served as a place to store 
orders while waiting for the packers to get to them. 
The packers selected the proper sized carton from 
their stock, placed it on the conveyor, and transferred 
the items into it. After sealing the carton, they gave 
it a push to the end of the line, where it was weighed 
and labeled. 

Two checkers, one at each end of the line, and 
two packers did the work that formerly required 
three checkers and seven packers. They did it in less 
space than formerly had been used as an aisle in 
the old packing room. 

Toys are now concentrated in the new building 
across the street. So, too, are bulky seasonal items 
that do not move all year. There are no men regularly 
assigned to this building. It is often kept locked 
for weeks at a time. 

“A good place to expand into when we grow.” Joe 
Says. 

Some of the bulky seasonal items used to be stored 
in sheds behind the main building. Now that space 
has been found for the merchandise in the new build- 
ing, the sheds are not needed. They have been torn 
down to make room for a customer parking lot. 

Joe now has one man who does nothing else but 
assign new items to their proper places. He is always 
on the watch to see that nothing is ever stored any- 
where but where it is supposed to be. Joe thinks 
it is worth while having such a man, even if he ap- 
pears to be “overhead.” He doesn’t want to have to 
spread his operations over to the “new” building 
again. Besides, he likes to have the sales manager 
compliment him on getting orders out the day they 
are received. 


Work measurement 


“T wish you would tell me how I can cut out ware- 
house labor. Gosh, the warehouse payroll is eating 
us up.”” Mr. Edwards was the aggresive and capable 
head of a small wholesale company. If you gave him 
a good idea, he was not slow in putting it into 
practice. 

“Have you tried work measurement?” I asked. 


’? 


“Tell me more. 
“The idea is simple enough,” I told him. “You find 
out how long it should take to pick an order, for 
example. Then you multiply that time by the number 
of orders you have to pick. That gives you the amount 
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of time your warehouse crew ought to spend picking 
orders.” 

“If they take any more time than that they are 
goofing off,’ he concluded. 

“Not necessarily,” I reminded him. “Sometimes 
your men can’t start to work in the morning because 
the orders are not yet released to the warehouse. 
Sometimes they spend valuable minutes looking for 
items that are out of stock. They get interrupted 
by rush orders, change orders, and poorly written 
orders. There are lots of reasons why a good, con- 
scientious order picker might not be able to work 
as fast as he should. Sometimes inefficiency is the 
fault of management rather than the worker, you 
know.” 

“IT know you’re right on that point,” he admitted. 
“Then work measurement won’t tell me how to cut 
down warehouse costs after all.” 

“It won’t tell you how to do it,’ I agreed, “but 
it will tell you how much you are losing. If I know 
you, that is all you will need to know.” 

“What do you mean by that?” he asked. 

“If you know that your warehouse crew was pro- 
ducing only half as much work as they could, what 


99 


would you do? 
His answer was as quick as I thought it would be. 
“I'd find out why, and correct the situation.” 
“Well, then,” I said, “why not try work measure- 
ment ?”’ 
He did. 
A work measurement program takes time to get 
going. You have to take time studies of the jobs 
you are measuring. You have to analyze the jobs 


~ You have to take time studies of the jobs you are 
measuring..." 
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"All orders received in this morning's mail were 
ready to go out at quitting time tonight..." 





themselves, so that you know exactly what must be 
done, and how it is to be done. Then you have to 
calculate that time it should take to do the job. This 
is ticklish work. 

Contrary to popular opinion, a good time study 
man is not out to try to make the worker go faster. 
He tries to get an honest and fair picture of how 
long it should take to do a job, working at a normal 
rate of speed. It is easy to make mistakes in this 
kind of thing, so you have to be careful. You take 
time studies over and over again. And you check 
your calculations constantly. 

After several weeks the calculations were com- 
pleted, and we had standard times for the two major 
jobs in the warehouse: order picking and checking 
and packing. Mr. Edwards’ company was not large. 
Although he had 11 men working in the warehouse, 
we were not surprised to find that on most days one 
or two men could handle all the orders to be picked. 

Normally we would have had a different standard 
for each warehouse floor or department. It makes 
a difference, you see, whether a man is picking full 
cartons or broken package items, whether he has 
to walk up and down stairs, whether he uses a hand 
truck or carries the merchandise in his hands. In 
this case, however, we had to compute a composite 
standard to cover picking an average order anywhere 
in the warehouse. 

Similarly, we found there was not enough work 
to keep one man busy if he did all of the checking 
and packing. So instead of a separate standard for 
each job, we had a combined standard for both jobs. 


Here is how it worked out. The standard time 
for picking an order was 7.6 minutes. For checking 
and packing it was 1.2 minutes. On the first day 
of the new program there were 105 orders to pick, 
check and pack. This meant that there were 798 
minutes of work for order pickers, and 200 minutes 
for the checker packer. 


The standards allowed time for fatigue and personal 
allowances. To obtain the number of people required, 
therefore, you have only to divide the number of 
standard minutes by the number of minutes in a 





working day, 480. Thus we discovered that on this 
first day we needed about one and three-quarters 
pickers, and less than half the time of a checker- 
packer. 

The company had three men regularly assigned to 
order picking. In addition, the assistant warehouse 
manager and one man termed a “general” man, also 
spent most of their time picking. They had one 
full time man and one half-time man doing the 
checking and packing. 

On the first day of the program, only the three 
regular pickers worked orders. The assistant manager 
and the general man, assisted by the half time packer, 
spent the day cleaning up the warehouse. This was 
a job long overdue, and one which everyone was 
happy to see started. 

The regular crew worked steadily, and, to every- 
one’s surprise, finished the day’s work well ahead 
of time. The checker-packer stayed at his workplace 
all day, and was obviously idle much of the time. 

At the end of the day we caléulated the efficiency. 
The pickers were 56 percent efficient. The checker- 
packer was 42 percent efficient. In other words, if 
they had worked at the standard rate, the jobs could 
have been done with about half the crew. 

But Mr. Edwards was pleased with this beginning. 
Work measurement had already given him the ser- 


vices of two and one half men. Before they had been 
too busy to do anything. Now they were cleaning up 
the warehouse. 

“Do you think they will ever reach 100 percent?” 
he asked me. il 
“If they don’t beat it, there is something wrong, 

I told him. “These standards are set so that an aver- 
age person should be able to work at better than 
110 percent merely by working steadily. Don’t forget, 
these men are not used to working the whole building. 
Up until today each one had worked only one floor. 
As they learn the locations on the other floors, they 
will pick up speed.” 

“In other words,” he concluded, “we used to have 
five pickers and one and one half packers, six and 
one half men in all. If we let these men learn their 
jobs, we can do the same work with two and one 
half men. Now I know why warehouse costs were 
out of line.” 

“Don’t forget, too,” I reminded him, “that all 
of the orders received in this morning’s mail were 
ready to go by quitting time tonight. This is the 
first time this has ever happened in your warehouse. 
You can only get good efficiency by keeping the orders 
flowing to the men. When you do that, you also speed 
up the flow of orders through the house.” 

‘Right,” said Mr. Edwards. 





lor more power tool sales... 


Demonstrate. stock accessories 


Manager Henry Lyons, Jr., of 
Washington Sports Shop, Tacoma, 
Wash., thinks he has a few of the 
answers to selling more power tools. 
He has come by his opinions the 
hard way, through trial and error. 

Through experimenting with de- 
partment locations, basic stock 
selections, and demonstrations, this 
dealer now sells a power tool a day 
plus several heavy floor model units . 
a week. Accessories are sold hour- 
ly. 


investment is 


Soe 


ESSORIES 


Mr. Lyons has moved all power 
tools, floor and hand models, plus 
accessories into a single location 
toward the back of the store. Each 
type of tool helps sell the other. 

A big accessories’ stock occupies 
several wall displays plus spot-units 
on the aisles. A demonstration 
table in the rear of the department 
converts browsers into buyers by 
letting them cut wood scraps with 
tools of their choosing. 


Mr. Lyons believes a big stock 


necessary for any 
dealer to get into the power tool 
business with both feet. He carries 


an inventory of some $10,000 in 
tools and parts. This inventory in- 
cludes four lines of portable tools, 
and two of floor models. 

Turnover is kept in the 2% to 3 
turn range with strict stock con- 
trol of basic staple items and ac- 
cessories, plus frequent promotion 
featuring demonstrations. 


Manager Henry Lyons, Jr., demonstrates power too/s. 
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uying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 63, and mail 


Item 1 
Putty tool with two edges 

This 2-in-1 putty knife tool ap- 
plies putty around sashes with one 
end and the other end of the tool 
removes old putty. Hyde’s Double 
Header tools are carded individual- 
ly and include instructions. As- 
sortment No. C135 includes 12 of 


these tools and a free wire rack. 
Hyde Mfg. Co., Dept. HA, South- 


bridge . Mass. 


Item 2 
Vacuum bottle display unit 

You can get this Shopper-Stopper 
display unit for 10 assorted Ther- 
mos vacuum bottles and replace- 
ment fillers free through December 
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cay BOLTEES 
pint WACOM BOTTEES cane 


*Ctronglas FILLERS 


31. This colorful merchandiser car- 
ries two each of four styles of 
vacuum bottles and two replace- 
ment fillers. New features of the 
bottles are illustrated on the dis- 
play. American Thermos Products 
Co., Dept. HA, Norwich, Conn. 


Item 3 
Assorted finishing washers 

A series of countersunk finishing 
washers has been added to the 
Sharon Assortment line. This pack- 
age contains finishing washers from 
+6 screw size to +16 in steel, 
brass and aluminum. The assort- 
ment is refillable and sizes are 
marked and priced. Sharon Bolt & 
Screw Co., Dept. HA, PO Box 239, 
Norwood, Mass. 


Item 4 
Metal carrier for turkeys 
Here’s a cooking aid that safely 
and easily carries a_ turkey, 
chicken, leg of lamb, or other 
heavy meat cuts from hot roasting 
pans to platters. Androck’s nickel- 
plated wire rack has hinged han- 
dles that form a sling for the meat. 
A skewer runs through the center 
of the 10 in. long base that is ad- 
justable for different size pans. 


No. 285X turkey lifter retails for 
$1.98. Washburn Co., Dept. HA, 28 
Union St., Worcester 8, Mass. 


Item 5 
98¢ oil gauge for mowers 

You can increase tie-in sales on 
power lawn mowers with this Clin- 
ton plastic oil gauge. It screws into 





Here is a quick Check 
List of items described 
in the following pages 


the oil filler opening of most 4- 
eycle vertical shaft lawn mower 
engines and makes the oil level al- 
ways visible. When the oil supply 
drops the indicator descends to the 
“add” level. The Clinton Quick 
Check visual oil gauge retails for 
98¢ and comes in a display package, 
24 gauges to the box. Clinton En- 
gines Corp., Dept. HA, Clinton, 
Mich. 


Item 6 


Roller, brush merchandiser 

This Wooster-MagikKoter 
tion display merchandiser has been 
slimmed down and given a modern 
new look. Metal lath screening has 
replaced wood display panels. The 
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three sections can be used individ- 
ually or as one unit. Pure bristle 
and exploded-tip brush _ sections 
hold a selection of popular sizes 
and styles. Space is available for 
7 and 9-in. frames, roller covers 
and paint trays. Wooster Brush 
Co., Dept. HA, Wooster, Ohio. 


Item 7 

3-lb aluminum alloy shovel 
True Temper’s aluminum alloy 

shovel is handy for snow removal 

and general clean-up use. It weighs 


3 lb and has a fire-hard- 
ened ash handle. The shovel has an 
11144 x 12% in. blade with a re- 


less than 
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placeable steel wear strip. This 
wear strip and a steel D top is 
trimmed in red. It’s available with 
a 32-in. steel D handle style or with 
a 48-in. long handle. Six shovels are 
packed in a bundle. True Temper 
Corp., Dept HA, 1623 Euclid Ave., 
Cleveland 15, Ohio. 


Item 8 

Recarded line of padlocks 
Slaymaker locks are now carded 

on rough, tear-resistant tag stock 


GUARANTEED! 


pont ™ Saas ee te 
with a pullproof, double-thick fold 
and slot to hold keys securely. But- 
terfly hole at top permits hanging. 
The blue and yellow card includes a 
price circle at the top. Slaymaker 
Lock Co., Dept. HA, Lancaster, Pa. 


Item 9 

Two weather strip styles 
StanSeal, a new weather strip, 

is a light gray, extruded rubber 

compound for sealing windows and 


Orl az ° 
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doors. It’s available in regular and 
deluxe designs. The deluxe type 
has a special trim flap that con- 
ceals the nail heads. Both types 
can be painted to match windows 
or doors. A 17-ft coil of regular 
StanSeal is $1.29 and a 200-ft coil 
sells for $14 or 7¢ a foot. Deluxe 
StanSeal retails for $1.79 per 17-ft 
coil. Standard Products Co., Dept. 
HA, Port Clinton, Ohio. 


Item 10 
Lifter for roasts, turkeys 


This stainless steel Flex-Blade 
lifter-turner lifts roasts, small 
turkeys, chickens and vegetables. 
The fiexible blade slips under food 
easily and also serves as a large 
size turner. It’s 5% in. wide and 
10°, in. long. Its steel handle is 
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chromium plated. The No. 160 
Kenberry Gadget retails for &89¢. 
John Clark Brown, Inc., Dept. HA, 
One Montgomery St., Belleville 9, 
N. J. 


Item II 
Tool attachment display 


Basic, multi-purpose power tool 
attachments and replaceable related 
accessories are displayed on Stan- 
ley’s No. AD 59 merchandiser. The 
36 x 22 x 11 in. unit also holds 
three new attachments. It can be 
hung on a wall or set up on a gon- 
dola. This merchandiser is made of 
Presdwood and comes with wire 
fixtures. Items are described and 
priced. Your cost is $84.55, includ- 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


ing tool stock and display fixture. 
Stock retails for $115.85. Stanley 
Tools Div., Stanley Works, Dept. 
HA, 111 Elm St., New Britain, 
Conn. 


Item 12 
Five rotary tiller models 

Five models in 16 and 24 in. sizes 
have been added to the 1960 Hahn 
rotary tiller line. This Pow-R-Boy 
66 Series features recoil starters 
except on the 244-hp model. Other 
units have 3 or 3% hp engines. All 
units have an adjustable depth bar 


a 
e 
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and removable rubber-tired wheels. 
Pow-R-Boy Div., Hahn, Inc., Dept. 
HA, Evansville, Ind. 


Item 13 

10-gal capacity hose spray 
Here’s a_ low-cost, translucent 

polyethylene hose-end spray with a 

10-gal capacity. A special metering 

head on the Universal sprayer de- 





ITEM NUMBER ON FREE POSTCARD, P. 63 


livers the correct spray concentrate 
and water ratio for garden chemi- 
cals. The No. 110 has a finger-tip 
control. Positive leakage control is 


assured with a bayonet lock-top. 
Universal Metal Products Co., Div. 
of Air Control Products, Dept. HA, 
Saranac, Mich. 


Item 14 
New six watt heating tape 
Line-O-Heat, an electric heating 
tape, is now rated at six watts per 
foot (at 120 volts) instead of five. 
Regular and automatic Line-O- 
Heat coils come with built-in 
thermostats in 10 lengths from 4 
to 80 ft. The tape is available also 
in four lengths from 40 to 160 ft 
for use with 240 volts. Smith-Gates 
Corp., Dept. HA, 
Conn. 


Farmington, 


Item 15 
Rust and chrome cleaner 


This Magic Rust Buster removes 
rust and cleans chrome quickly. 


The 2-0z device is 34% x 1 x % in. 
and is first dipped in water then 
rubbed over a rusted surface. It’s 
handy for automobiles, removing 
spots from viny! tile and linoleum, 
and industrial applications. Comes 
mounted on a display card and re- 
tails for 98¢. Magic Iron Cement 
Co., Dept. HA, 5403 Bower Ave., 
Cleveland, Ohio. 


Item 16 
Bathroom mirror fixture 


No wall opening is needed with 
this surface-mounted Lawson Van- 
ity Mirror with Compartment (No. 
4224-VM). A 42 x 24 in. plate 


glass mirror is framed by stain- 
less steel and there is a 4-in. deep 
stainless steel shelf on top of the 
storage compartment. The storage 
area is 42 in. wide x 7 in. high and 
1 in. deep and has Magnolite glass 
doors. The body interior has a 
white baked enamel finish. This 
unit lists for $70. F. H. Lawson 
Co., Dept. HA, 801 Evans St., Cin- 
cinnati 4, Ohio. 


Item 17 
Smaller power tool package 
You can stock DeWalt’s 925 
Power Shop right on the shelf and 
your customer can carry it home in 
his automobile trunk with the new 
packaging design. The radial arm 
power tool is shipped in a compact 
box one-third smaller than previ- 


ous cartons. The customer can set 
the tool up by himself in about 15 
minutes. No alignment work is nec- 
essary. DeWalt Div., American Ma- 
chine & Foundry Co., HA, Lancas- 
ter, Pa. 


litem 18 
Rubber wheels on skates 
Rubber tire wheels are featured 
on Chicago Junior Deluxe skates 
for children from five to twelve. 
These skates have a strong channel 
arch. Colorful individual boxes pro- 
vide uniform shelving and can be 


used for counter displays and 
carrying cases. Chicago’ Roller 
Skate Co., Dept. HA, 4458 W. Lake 
St., Chicago 24, Ill. 


Item 19 
Small-large area sprinkler 
Areas from a 30-deg wedge up to 
90 ft in diameter, including quar- 
ter, half and three-quarter circles, 
can now be handled with this new 
Melnor Pulsator Sprinkler. The 
size of the area to be covered is 
automatically set by a dial on the 
sprinkler. Comes in gold, white and 
chrome and is made of steel, brass 
and has a zine-chrome finish. The 


HARDWARE AGE, November 19, 1959 © 59 





BUYING CHECK LIST 





Want more details? Just circle item number on p. 63 





retail price is about $7.95. Avail- 
able in January. Melnor Indus- 
trve Ss, Inc., De pt. HA, Moonachie, 
N. de 


Item 20 
7-hp multi-purpose tractor 

This Beaver tractor performs ro- 
tary mowing for field or lawn 
work. It is also useful for tilling, 
plowing, hauling and snow plow- 


ing. It’s wheel steering uses a 





heavy-duty industrial flexible shaft 
and worm gear. The tractor has a 
heavy-duty 7-hp Wisconsin motor 
featuring magneto ignition. Four 
accessories are available for this 
unit. Baird Machine Co., Dept. HA, 
Stratford, Conn. 


Item 21 


4-way knife combination 

This knife-combination includes 
a carbon steel knife, a_ bottle 
opener, a screw driver and a triple- 
cut stainless steel nail file in one 
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pocket-sized tool. All items fit into 
a slim chrome-plated steel case with 
attached key chain. Bassett’s dis- 
play units hold 12 £4xTrim-Trio 











knives. These knives are also avail- 
able on individual blister cards. 
W. FE. Bassett Co., Dept. HA, 
Derby, Conn. 


ltem 22 
Redesigned gun kit line 

Marble Arms’ metal case gun 
cleaning kit line has been re- 
designed. All edges are now rolled 
and the cover has an offset hinge. 
Marble’s line of metal case gun 
cleaning kits includes rifle and 
pistol kits in all calibers and shot- 
gun kits in all gauges. Marble 
Arms Corp., Dept. HA, Gladstone, 
Mich. 


Item 23 
Displays for marine rope 
Individual reels of Diamond 


Braid polyethylene, nylon and Man- 
ila rope are featured on two Puri- 








tan Cordage display racks for 1960. 
The K-2 Rope Locker, shown, holds 
50 and 100-ft lengths of marine 
rope wound on individual Reel-ets. 
Splicing fids and literature are also 
on this unit. The K-4 Rope Locker 
holds Reel-ets and four bulk rope 
reels. Marine Div., Puritan Cordage 
Mills, Dept. HA, 124 Cabel St., 
Louisville 6, Ky. 


Item 24 
3-0oz gun oil sprayer can 
Policemen, guards and hunters 
will be traffic for Anderol synthetic 
gun oil now available in a 3-oz 
spray container. A thin film of oil 
can be sprayed into working parts 
of shooting equipment with this 
new container. Anderol gun oil 
cleans, lubricates and doesn’t re- 





SYNTHETIC 


Gump olt 


. et 
Bs Gwe afis * punt ts 
OF 53g nes 


quire a solvent. Sells for $1.25. 
Lehigh Chemical Co., Dept. HA, 
Chestertown, Md. 


Item 25 

Powdered spray lubricant 
Here’s a dry, white lubricant that 

can be applied to moving parts to 


Ry 
Or 


stop squeaking, sticking or binding 
without staining the material. 
Drawer and window guides can be 
reached with the long-nosed plastic 





























lS IS 
» UNIMAT 


TEN PRECISION TOOLSINONE ty 
UNIT...A COMPLETE MACHINE SHOP IN MINIATURE! 


If you handle any power tools heftier than a quarter- centers!) UNIMAT converts to any of 10 different 
inch drill, YoU CAN SELL UNIMAT! Everybody’s a likely machines — from lathe to vertical miller... indexer 
customer — the basement craftsman, the local jeweler, divider... drill press... jig saw... polisher/grinder... 
the handy Andy who runs the TV & Appliance repair tool & surface grinding machine... threader.. . circu- 
shop — all of them can use UNIMAT. It’s an engineering lar saw ... and portable drill — in seconds! Thousands 
triumph in 16 inches, a jewel of a tool that will perform of hobbyists and hundreds of blue-chip outfits* have 
every conceivable machining operation with amazing already proven its buy-appeal; UNIMAT can just as 
precision (tolerances to .0005” when turning between easily prove to be a solid profit-builder for you! 





NATIONALLY ADVERTISED BASIC 
ae UNIMAT** RETAILS PROFITABLY 
AND ! 1 FOR ONLY $4799°°! 


SEE | 
MAXIMAT, | 





**INCLUDES lathe, motor, and components for conversion to drill 
press, tool & surface grinding machine, vertical milling machine, 
and polisher/grinder. A complete range of low-cost attachments 
and accessories is available. 








*TO MENTION A FEW—Atom Products Div. of GE, U.S. Naval 

Research, Bell Telephone Laboratories, Westinghouse, Pratt & 

Whitney, Raytheon, NYU-Bellevue Medical Center, Smithsonian 
The only multi-functional 10° lathe on the market! Institute, General Motors... 


__, WRITE FOR ILLUSTRATED LITERATURE AND PRICE LISTS 
“}  AMERICAN- EDELSTAAL, INC. /DEPT.NK /350 BROADWAY / NEW YORK 13, N.Y. 
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Want more details? Just circle item number on p. 63 


Called Lub-A-Lite, 
grease an and 
powered spray. 


puffer dispenser 
it is a odorless 
It’s available on a 
display for 12 dispensers or on in- 
dividual bin cards. Panef Mfg. Co., 
Dept. HA, 116 EB. Walnut, Milwau- 
kee, Wis. 


Item 26 

Hooks for perforated boards 
Here’s a new line of zinc-finished 

Larson nail hooks featuring a dia- 

mond nail point that aids fastening 
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to wall or cleats. Tools can be hung 
or merchandise displayed from per- 
forated boards with these _ tools. 
Packages of six angle or six curved 
hooks are available at 15¢ a pack- 
age. Chas. O. Larson Co., Dept. HA, 
PO Bow 358, Sterling, Ill. 


Item 27 


Aluminum coating for roofs 
Champion’s Fibrated Asphalt 

Aluminum Roof Coating is made 

of aluminum and reinforced with 
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long staple, Canadian asbestos fi- 
ber, special blend exterior resin 
and gilsonite asphalt. It won’t dry 
out, crack, chip or peal and can 
be applied with brush or squeegee 
on all types of roofs. It seals 
seams, crevices and rust holes. 
Champion Bronze Powder & Paint 
Co., Dept. HA, 2101 N. Elston 
Ave., Chicago 14, Ill. 


Item 28 


Convertible edger-trimmer 
Here’s an Emsco gasoline-pow- 
ered lawn edger-trimmer 
verts from an edger 
with a special control. An adjusta- 
ble cutterhead provides accurate 
setting of cutting heights and an- 
yles. This unit has a 2-hp Briggs 
& Stratton engine, a lightweight, 


that con- 
to a trimmer 


‘ 





aluminum alloy base and a sealed 
ball bearing cutterhead. True Trim- 
mer Div., Emsco Screen Pipe Co. 
of Texas, Inc., 
14446, Houston 21, Tex. 


Item 29 
General purpose adhesive 

This new Polyvinyl general pur- 
pose adhesive comes in a 1-oz brush 
top bottle and a 4-oz polyethylene 
squeeze bottle. Safe-T-Glue is odor- 
less and dries to a clear film. It’s 
handy for children’s school work 
and can be cleaned up with water. 
Sets rapidly on cloth, wood, leather 
and other materials. The carded, 
l-oz bottle retails for 29¢ and the 


Dept. HA, PO Box 








4-oz container sells for 59¢. Also 
comes in larger plastic containers. 
W. J. Ruscoe Co., Dept. HA, 475 
Kenmore Blvd., Akron 1, Ohio. 


Item 30 
Portable air deodorizer 

This Chico 6000 air purifier is a 
portable, aluminum unit that filters 





with fiber glass and activated char- 
coal. Dust, pollen and objectionable 
odors are removed from the air. UIl- 
tra violet rays from three germi- 
cidal electronic lamps kill airborne 
germs. The unit cleans and deodor- 
izes a 15 x 15 ft room. It can be 
wall-mounted or used on tables or 


desks. This 5-lb model retails for 

$39.95. Chico General Products 

Corp., Dept. HA, 1299 Bayshore 

Highway, Burlingame, Calif. 

Item 31 

Hose and cord holder unit 
Here’s a moderately-priced de- 


vice for holding and _ protecting 
garden hose and electric power tool 
cords, called the Guard-N-Guide. 
This item is made of heavy steel 
wire, is galvanized and has two 
prongs that can be pushed into the 

(Continued on page 66) 
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FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all iterns described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


B® Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
| listing of new items of any hardware magazine. 
> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
tor you to keep posted by using this Free Quick Check 


Postcara service. 
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trom them the latest intormation available 


” Remember, with competition so strong, you must keep posted 


on everything that will help you do a better selling job 


Be sure To also check with your wholesale r about new items 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
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We thought it was high time that we dress up Putty Knives as 
well as our Wall Scrapers, Paint Scrapers and Specialty Items 
with new neckties to help you sell more Fix-Up, Paint-Up Tools 
in your store. New neckties are our way of saying that all Hyde 
Fix-Up, Paint-Up Tools now have new sales packaging. Each 
tool is individually packaged on new, captivating colored cards 
with more sales and use information. Besides the new sales 
packaging, every Hyde tool is protected from customer handling 
and rust with a clear coating. Hyde tools always remain factory 
fresh while in your store. Hyde sales packaged tools give you 
the best dollars return many times over during the year for a 
minimum inventory investment from small space requirements. 
More painting, decorating and general fix-up work is being done 
on old and new homes today by the craftsman, painter, home 
owner and do-it-yourselfer. Hyde tools are packaged to sell to 
these shoppers, your customers in the hardware and paint store. 
Write for illustrated folder featuring new sales packaging and 
our 85th Anniversary Offer. 


HYDE MANUFACTURING CO., SOUTHBRIDGE, MASS., USA 


Want more facts? Circle 125, p. 63 
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(Continued from page 62) 


ground. A dual guard with a semi- 
circular loop at the top prevents 
hose or cord from jumping off, An 


attractive self-display carton holds 
12 items. Mid-States Steel & Wire 
Co., Dept. HA, Crawfordsville, Ind. 


Item 32 
Garden hose display stand 

Less than 4 sq ft of floor space is 
needed for this Swan display stand 
that holds 20 coils of garden hose. 
The 1960 Profit Package stand en- 
courages self-selection and simpli- 


fies stock control. Retail value is 
$122 and you net $38. Swan Rubber 
Co., Dept. HA, Bucyrus, Ohio. 


Item 33 

Door weather strip display 
You can put this eye-catching 

door weather strip display package 

and shipping carton in high traffic 

areas to promote impulse sales. A 

large illustration shows Gossen’s 
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Adjust-O-Seal door weather strip 
in use and a price circle is pro- 
vided. Gossen Weather Strip Corp., 
Dept. HA, 2030 W. Bender Rd., 
Milwaukee 9, Wis. 


Item 34 


Clown display for balloons 
This clown counter display card 
contains 6 doz round, airship, 


spiral and nobby-shaped ballons in 
assorted colors. The Qualatex Glo- 


Brite ballons shown on _ Item 
#721-C retail for 5¢. Pioneer Rub- 
ber Co., Dept. HA, 496 Tiffin Rd., 
Willard, Ohio. 


Item 35 
New engine windup starter 


A new engine windup starter, 
called the Shock-Free, is available 
on Briggs & Stratton’s vertical 
shaft models up to 3 hp. In this 
model the clutch is always engaged 
before the starting spring is re- 
leased so there is no shock load. 
A padlock can be installed to pre- 


vent tampering. Starter handle 
folds down when not in use. Briggs 
& Stratton Corp., Dept. HA, 2711 
N. 138th St., Milwaukee, Wis. 


Item 36 
Snow brush kit for cars 


All automobile drivers are traffic 
for Empire’s two-piece Sno-Tool 


Kit. The redesigned and repackaged 
kit retails for $1. The snow brush 
with squeegee, ice rake, scraper and 
whisk comes in three colors. The 
bristles match the block and handle. 
Cards are packed in clear plastic 
bags with hang-up holes and come 
12 to a display shipper. Empire 
Brushes, Inc., Dept. HA, Port 
Chester, N. Y. 


Item 37 
CO. powered spray gun 

Here is an improved model of 
the Becker CO. powered spray gun. 
It operates on ordinary CO, car- 
tridges and is especially useful for 
boat maintenance projects. The 
gun’s removable nozzle can be ad- 
justed to spray anything from 
paint to insecticide in a mist or 
stream. It will spray up to 21 oz 
of material (depending on viscos- 





Stanley Lawn and Garden Tools 


...PACE-LETTERE FOR SPRING CALEC! 


e MATCHED COLOR—MATCHED DESIGN 


” 


e NEW, SMART PRODUCT AND PACKAGING APPEAL 


°A 
NAME THAT SELLS ON SIGHT 


plus Merchandisers to stop the shopper, 
: step up sales and profits! 


Here is just one of the four eye-stopping Merchandisers now 
available to stock, show and sell these new color-matched tools 
... tools heavily promoted in 1960 issues of BETTER HOMES 
Stanley Pruner and Grass Shear Merchandiser MD-1019 & GARDENS, AMERICAN HOME, SUNSET, FLOWER GROWER, 
Retail Value—$52.45—your cost only $34.93 POPULAR GARDENING and other national magazines 
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BRAND NEW, ILLUSTRATION-PACKED, See your Wholesaler NOW! 
24-PAGE BOOKLET SELLS FOR YOU 


Acomplete merchandising ‘‘package"’ is ready 
to help you get the jump on Spring business— 
100 ‘‘How-to Hints’’ booklets, 50 Stanley 
Pruning Guides, 50 Envelope Stuffers, a large 
Window Streamer and acomplete set of News- 
paper Mats. Your wholesaler has everything 
ready for you—including tools and merchan. 
disers. For full details and additional sales 
helps, write to Stanley Tools, Division of The 
Stanley Works, Dept. 3811, New Britain, Conn. 


‘‘How-to Hints for Good Gardening” is now avail- 
able for distribution by Stanley Lawn and Garden 
Tool dealers. Packed with helpful information, it 
is a sure-fire magnet to draw business your way— 
and build up the amount of the sale! 100 copies 
are yours FREE with a $35.00 order (dealer cost). 
Additional 100s, imprinted, for only $5.00, in- 
cluding postage to you. Use this sales-getter for 
in-store or house-to-house distribution. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 

This famous trademark distinguishes over 20,000 quolity products of The Stanley Works, New Britain, Conn.—hand tools © electric 

STA N | EY tools * builders hardware © industrial hardware © drapery hardware * automatic door controls * aluminum windows * stampings 
® springs © coatings © strip steel © steel stropping—made in 24 plants in the United States, Canada, England and Germany. 


REG. U.S. PAT. OFF. CANADIAN OFFICES. MONTREAL. P. GQ. ANO HAMILTON, ONT. 
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ity) with one cartridge. The steel 
unit has a cast aluminum head 
with brass and stainless steel in- 
serts. Sells for $24.95. Sullivan- 
Becker Co., Dept. HA, 6705 14th 
Ave., Kenosha, Wis. 


Item 38 

Vinyl spackling compound 
Here’s a new vinyl paste spack- 

ling compound ready for use from 

the can. This DAP compound dries 

almost immediately and holds tight 

even when worked to a fine feather- 


edge. It can be painted as soon at 
it is applied. Dicks - Armstrong - 
Pontius, Inc., Dept. HA, Dayton, 
Ohio. 


Item 39 
Spring-action mower starter 


A new push-button spring-action 
starter, called Spinstart, has been 
added to Toro’s 21-in., self-pro- 
pelled Whirlwind rotary power 
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mower. Spinstart fits on top of the 
engine and is wound up with a few 
turns. When the release button is 
pushed a fast spin starts the en- 
gine. When equipped with Spin- 
start, the Whirlwind sells for 


$149.95. Without the attachment 
the mower sells for $139.95. Toro 
Mfg. Co., Dept., HA, 3042 Snelling 
Ave., Minneapolis, Minn. 


Item 40 
Lightweight caulking gun 

This Model D Vital Caulking gun 
is a lightweight combination bulk 
or cartridge gun with a one pint 
capacity and features a quick-clos- 
ing breech cap. The barrel mea- 
sures 81% x 31% in. and can be used 
with interchangeable Vital nozzles 
in various sizes and shapes. Caulk- 
ing can be done with the gun noz- 
zie or directly from the cartridge 
spout when spouted cartridges are 
used. Vital Products Mfg. Co., 
Dept. HA, 7500 Quincy Ave., Cleve- 
land 4, Ohio. 


Item 41 
l-in. steel counter bore 


This 1l-in. counter bore (No. 
1-129) is an installation aid for 
Kwikset’s round face latch. It’s 
made of tool steel and a few turns 
with this tool make a clean edge 
counter bore after the %-in. hoie 
has been drilled. It can be used 
with a standard hand brace and 
the counter bore can be removed 


for resharpening. Kwikset Sales & 
Service Co., Dept. HA, 516 E. 
Santa Ana St., Anaheim, Calvtf. 


Item 42 
Repackaged fishing lures 

New blister packages enclose 
Arbogast’s 1960 Bait of Champions 
fishing lure selection. These heat- 
sealed, carded packages replace the 
company’s plastic-covered boxes. 


The new package can be mounted 
on perforated panels. Fred Arbo- 
gast Co., Dept. HA, Akron, Ohio. 


Item 43 
Alcohol-fueled camp stove 

This alcohol-burning_ stove 
comes ready to use without assem- 





Serving a customer who “just needs a bolt” takes 
valuable selling time. Now you can make it easy 
for customers to serve themselves. Lamson’s 


H Ow to attractive, flexible Bolt Trays—spotted at strategic 


locations in your store — do the job. They build im- 


mM a ke bo Its pulse sales, help you sell other merchandise, too. 
Dp rod uce p rofits Lamson “Serve Yourself” Bolt Tray 


with zinc-chromate plated bolts 





TOOL DEPARTMENT 
When a customer buys tools,the 
Bolt Tray reminds him to pick 
up bolts for needed repair jobs. 
Helps build trafficin department. 








CHEC K-OUT COUNTER 
Remind customers to buy bolts 
by placing a “Serve Yourself” 
Bolt Tray near the cash register 
or on check-out counter. 








HOUSEWARES DEPART- 
MEWNT — This compact floor 
unit,containing four BoltTrays, 
gives you a complete bolt de- 
partment in minimum floor 
space. Helps sell related house- 
wares items. 


ae 

‘i i 

All bolts plated for eye appeal. Nuts included. Choose the 
type of bolts your customers ask for most often...machine, 
carriage, lag, stove, cap screws. Refills available from 
stock. Ask your Lamson Distributor for full information. 
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4 LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND, OHIO 


Plants in Cleveland and Kent, Ohio * Chicago and Birmingham 
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bling. It has a powerful, regulat- 
ing burner with self-cleaning de- 
vice. Optimus Camping Stoves 
imported from Sweden, come with 
a wind shield and a built-in pump 
that provides pressure for quick 
cooking. It has a brass tank and 
comes in an enameled carrying 
case. Robert E. Miller Co., Dept. 
HA, 35 Pearl St., New York, N. Y. 


Item 44 
Two new rubber duck calls 


Olt’s D-2 duck call now features 
a longer plug for easier blowing 
and better tone stability. It’s made 
of a new hard rubber and has no 
metallic overtones. Pitch of the call 
is not affected by weather. It sells 








for $2.75. A smaller model, J-15 
duck call, comes in a flat black finish 
with an inletted lanyard groove. 
This call retails for $1.95. Philip S. 
Olt Co., Dept. HA, Pekin, Ill. 


Item 45 
Display for 11 magnifiers 


Bausch & Lomb’s Futurama dis- 
play of 11 magnifiers is presented 
against a _ colorful background. 
Magnifications from 2x to 20x are 
included and almost all general 
magnifier applications can be made 
with these models. The display has 
a sturdy, lightweight wood base. 
Four packages of the basic Fu- 
turama display are available. Your 
cost ranges from $29.95 with one 
unit of each to $96.90 with three 
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to 12 units of each model. Bausch 
& Lomb Optical Co., Dept. HA, 
Rochester, N. Y. 


Item 46 
Holiday-boxed tool sets 

These three, budget-priced, S-K/ 
Lectrolite sets are boxed individual- 
ly in Christmas cartons and come 
in a space-saving display. The Lec- 
trolite Christmas “3-Pack” (No. 
XL3) includes one 6-piece combi- 
nation wrench set, No. X P46; one 
5-piece open end set, No. X850C; 
and one 5-piece box end set, No. 





X3150C. Sets are also available 
singly. S-K/Lectrolite Tool Co., 
Dept. HA, 3535 W. 47th St., Chi- 
cago 32, Ill. 


Item 47 

Pocket flashlights for 98¢ 
Eveready Heavy Duty Penlites 

come with a spring steel pocket clip 

and lamp hoods on a strong chrome 

tube. The switch has three posi- 





tions: on, off and flash. List price 
of the Penlite is 98¢ without bat- 
teries. It comes individually boxed 
or on a 12-light display card. Union 
Carbide Consumer Products Co., 
Div. of Union Carbide Corp., Dept. 
HA, 535 5th Ave., New York City, 
N. z. 


Item 48 
Display for bicycle tires 


Here’s a display stand for 12 
Mansfield bicycle tires. Half of the 





tires stand in slots and the other 
half hang from individual grooves. 
This corrugated stand can be dis- 
played on floors, shelves or coun- 
ters. Sizes and prices can be posted 
in a blank tag. Mansfield Tire & 
Rubber Co., Dept HA, Mansfield, 
Ohio. 


Item 49 
Jalousie window hardware 


This lever-powered jalousie win- 
dow hardware set, the Win-Dor 
Series 1000, has been added to the 
Casement Hardware line. This 
series is used with outside screens 
or for indoor partitioning. The 
lever is connected to a tilt bar that 
raises and lowers the jalousie slats. 
Aluminum jamb brackets receiving 
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KNOWN FOR QUALITY THE WORLD OVER 


POLY-PLUS BLUE 
INSERT FITTINGS 


..- Built to Outlast the Life of the Pipe! 


The modern fitting for flexible plastic pipe 
applications. Priced with the lowest, they 
perform with the best. They’re durable, cor- 
one rosion-resistant, lightweight and unmatched 
AVAILAGLE IN POPULAR sizes “ : : for serviceability. | 
Ells, ‘Tees, Couplings, 
to 2”’ 


Sold through wholesalers only 
SHIPPING DEPOTS FOR FAST SERVICE SPECIFY 


Albany Ashland . Atlanta ° Chicago 
Dallas Denver Portland Los Angeles 


Galvanized and Black U-Cote IM | 
Fittings 1s” thru 6”; Unions; Plugs 
Bushings; Cast Iron Drai nage 


| The Union Malleable Adapters; Brass and Steel Well Seal 
. Elbows; Poly-Plus Blue and Nylon Plastic _ 
A Manufacturing Company Insert Fittings— Ells, Tees, Couplings — 


Ashland, Ohio °¢ Vernon, Calif. SS eae ata Unions; Taper- — 
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the slats are hinge-riveted to ex- 
truded aluminum channel jamb 
strips and to the tilt bar. Casement 
Hardware Co., Dept. HA, 612 N. 
Michigan Ave., Chicago 11, Ill. 


Item 50 
Wood carrier, tongs unit 


Firewood can be carried easily to 
fireplace areas with the E-Z-Tote 
log carrier and holder. It is made of 


4 


| 














heavy gauge steel and has a satin 
black finish with polished solid 
brass trim. The unit sells for $5. 
The E-Z-Tote tongs grip logs se- 
curely and can be used as a poker. 
The tongs and heavy steel stand re- 
tail for $11.50. Portland Willamette 
Co., Dept. HA, 2136 S. E. 7th Ave.., 
Portland 14, Ore. 


Item 51 
5-hp direct drive chain saw 


Lombard’s new Tornado 52 is a 
direct drive, 5-hp chain saw with a 
multiple position starter that al- 
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lows the starter pull cord to be 
placed at any angle for easy start- 
ing. The chain oil system of this 
17%4-lb saw can be cleaned from 
one exposed position. Other fea- 
tures include front exhaust muffler, 
centrally-located hand oiler and 





large air filter open on both ends. 
Lombard Governor Corp., Dept. 
HA, Ashland, Mass. 


Item 52 
Heavy-duty electric drill 

This new *-in. heavy-duty elec- 
tric drill weighs only 5 lb. Porter- 
Cable’s Model 538 has double-sealed 
ball bearings, a trigger switch and 





an aluminum alloy frame. Other 
features are a 3.5-amp motor, an 
auxiliary handle and a 10-ft strain 
relief cord with 3-prong connector. 
The drill has a *4-in. capacity in 
steel and %4-in. in wood. It oper- 
ates on a 115-volt AC-DC 25-60 
cycle. Porter-Cable Machine Co., 
Dept. HA, 11 Seneca St., Syracuse 
4, N.Y. 


Item 53 
Matching party bowl set 


Twenty-two carat gold scroll 
decorations are featured on this 





Pyrex brand Chip and Dip set. A 
12-0z bowl for party dips is mount- 
ed on a brass-plated holder over a 
214-qt bowl for chips or crackers. 
The bowls can be used separately 
for mixing, serving or baking. Sets 
come in gift cartons with built-in 
handles. These sets retail for 
$3.95 each. Corning Glass Works, 
Dept. HA, Corning, N. Y. 


Item 54 
Solder tool kit refills 


Three fiber glass brush refills for 
Reynolds’ soldering tool kit (for 
aluminum) are available in handy 
tear-off packages retailing at 49¢. 
Aluminum solder refills for the tool 
kit come in a skin package priced 
at 59¢ for four refills. Reynolds 
Metals Co., Dept. HA, Richmond 
18, Va. 


Item 55 
Paint roller fioor stand 


You can set up a paint roller de- 
partment with Hanlon & Good- 
man’s new rack that holds 164 














IT PAYS TO STANDARDIZE ON STANSCREW 
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Lag Bolts Expand Stanscrew Line 
To Over 5,500 Different Fasteners 


Now a complete selection of lag bolts . . . over 90 differ- 
ent sizes... further increase Stanscrew profit opportun- 
ities for hardware dealers. These new lag bolts, together 
with Stanscrew hex machine bolts and carriage bolts, 
are attractively packaged and produced to Stanscrew ATTENTION WHOLESALERS 
quality standards. They allow you to meet the day-to- 
day bolt requirements of your customers with a quality 
product that reflects credit on your establishment. 


In addition Stanscrew offers . . . through your whole- 
saler only . . . a complete selection of cap screws, set 
screws, and many other standard fasteners . . . allows 
you to provide emergency service for your customers on 
these fasteners at substantial mark-ups. 


And, for impulse sales that build greater profits, 
Stanscrew provides attractive counter displays of hex 
key kits and set screws. Get all the facts from your 
wholesaler today. 





In addition to higher quality and moder- 
ate prices, Stanscrew offers extra quick 
delivery . . . shipments normally made 
within 24 hours after receipt of your or- 
der. If you are not already offering this 
profit-making line to your dealers, write 
today for complete information. 











STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Iilinois 
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This wood and metal floor 
each size and 


items. 
stand has trays for 
type of cover and roller pan. If 
you order the variety assortment 
of H&G rollers, pans and covers 
the display is free. Hanlon & Good- 
man Co., Dept. HA, 2-12 Main St., 
Belleville 9, N. J. 


Item 56 
Rests for furniture legs 

These Carpet Guards prevent 
carpet damage, pile crush, rust 
marks and stains. The guards are 
made of Bakelite and feature hun- 
dreds of small extensions that go 
through the rug pile and rest the 









over: 


TAYLOR DOOR’ 


No. G30 Glass ga 
No. 400 Glass 4 

No. 410 Brass plated 2Y 
No. 402P Solid brass 2" 
No. 403P Solid brass 24" 





FINEST QUALITY Taylor knobs never get shop 
worn and are completely visible for increased 
sales. Stock these pre-sold profit makers now! 
Available at progressive Wholesalers everywhere. 


BAIT) GD on ravior toc 





AY doo 
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OTHER 
TAYLOR PRODUCTS 
Padlocks 
Key Blanks 
Night Latches 
Inside Lock Sets 
Rim Knob Lock Sets 





TAYLOR LOCK COMPANY, PHILADELPHIA 32, PA. 
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States Castor Cup Corp., 








weight on the rug backing. For 
small and large leg sizes, round 
and square shapes are available at 
49¢ and 69¢ per set of four. United 
Dept. HA, 


208 W. 15th St., Kansas City, Mo. 


Item 57 
Three ignition wrench sets 


Indestro’s new series of ignition 
wrench sets includes an 8-pc unit, a 
5-pe set (shown) and a 4-pc kit. 
The 5-pe set contains four end 
wrenches and chrome alloy steel 
midget pliers. The drop-forged 
wrenches are chrome-plated with 
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polished heads. All sets come with 
plastic kits. Indestro Mfg. Corp., 
Dept. HA, 2649 N. Kildare Ave., 
Chicago 39, Ill. 


Item 58 
12-in. drill bit extension 


An extension for electric drill 
bits has been added to the Irwin 
wood-boring tool line. The E88 fits 
all power bits with 4-in. shanks, 
provides an extra 12-in. reach and 
can be sold with all Speedbor “88” 
electric drill bit sizes. It is carded 
and comes with an Allen wrench for 
tightening the set screw. These 








ban 400 and 550, feature 108-to-1 
gear reduction and a choice of 
horsepower in two quick-starting 
engines. A Wheel Horse model is 
shown with a _ snow plow-dozer 
blade, one of six new attachments. 
These units have geared steering 
for short radius turning and the 
gear drive is enclosed with an oil- 
tight unit. Three forward gears 
and one reverse provide speeds to 
6 mph. One pedal operates the 
clutch and two-wheel brakes. An 
Adjust-a-Lift mechanism permits 


height control from the driver's 
seat for all attachments. Wheel 
Horse Products, Dept. HA, 51467 
U. S. 31, South Bend, Ind. 


Item 61 
Utility fastener display kit 
This Christmas display kit for 


Squeez- Klip fasteners features 
holiday season uses for home deco- 
rators. The kit contains a Squeez- 
Klip ring plier and 120 fasteners 


extensions retail for $1.49 each and 
come packed six to a box. Irwin 
Auger Bit Co., Dept. HA, Wilming- 
ton, Ohio. 





Item 59 

Relabeled gun cleaner jar 
Hoppe’s Famous No. 9 Solvent 

now has a modern style label that 


Swedish Chisels with the Big Edge! 
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resembles those of other products 
in the gun cleaner and protector 
line. The product’s formula remains 
the same. Frank A. Hoppe, Ince., 
Dept. HA, 2310 N. 8th St., Phila- 


delphia 33, Pa. SHARK-O-LITE 


—_ ln 
Item 60 | 


Two garden tractor models 


Two 1960 Wheel Horse yard and 
garden tractor models, the Subur- 








...1S built into every fine Shark-O-Lite 
chisel. Blade of fine Swedish Steel 
known the world over for its keen cut- 


OTHER PRODUCTS 
SANDVIK OFFERS 


BUCK SAWS ting qualities and long lasting edge. 
FILES Recommend, stock and display the 
HAND SAWS largest selling Swedish chisel. 
| PLIERS 
SCYTHES 





” 
Sandvik streex inc. 
... all made : Saw & Tool Division 
from the finest 
Swedish Steel! | 1702 NEVINS ROAD, FAIR LAWN, N.W. 
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mounted on a prepunched card. 
The Christmas portion of the card 
can be removed after the holidays. 
Retail price is 98¢ with 40-percent 
dealer discount. Shipped 25 to a 
box, 4 boxes per carton. Republic 
Fastener Products Corp., Dept. 
HA, 216 Midland Ave., Saddle 
Brook, N. J. 


Item 62 
Rubber drainboard tray 

A multi-purpose drainboard tray 
has been added to Superior Rub- 
ber’s housewares line. The 16 x 20 
in. tray is large enough to hold pots 
and pans. It comes in assorted col- 
ors and lists for $1.59. Superior 
Rubber Products Co., Dept. HA, 5th 
and Chestnut Sts., Philadelphia 6, 
Pa. 


Item 63 
Outdoor cooking brazier 

Here’s a brazier for outdoor 
cooking that features a 24 in. steel 
bowl. KamKap’s Kookout brazier 
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has a gold finish and a heavy-duty 
hood with a motorized spit. The 
chrome-plated TiltGrid can _ be 
raised and lowered. A clip-on util- 
ity table has adjustable telescoping 
legs. This unit retails for about 
$20. KamKap Inc., Dept. HA, 1107 
Broadway, New York 10, N. Y. 


Item 64 
Auger bits in display unit 
Stanley Tools’ Uni-Rack No. 100D 
holds 21 Russell Jennings No. 100 
auger bits, that are carded and 
displayed for impulse sales. A free 
stocking display rack is available 
with this unit. Rack can be hooked 
into a Profitool tool department. 
These auger bits have a size range 





of 4/16 to 16/16. Your cost for the 
unit is $30.42 and the retail value 
is $45.65. Stanley Tools Div., Stan- 
ley Works, Dept. HA, 111 Elm St., 
New Britain, Conn. 


Item 65 
Seven-speed riding rotary 
Yard-Man’s 1960 riding rotary 
No. 3050 features a 26-in. cutting 
width, electric starting and Safety 
Clutch with V-belt drive. It has an 
automotive-type differential; five 
forward and two reverse speeds; 
adjustable cutting heights and a 
steel blade housing. Other features 
are a 5'%-hp, Lauson 4-cycle en- 
gine, 12-volt electric starter-gen- 
erator and recoil starter. Five ac- 
cessories are available and the unit 


comes without the electric starter 
as Model 3040. Yard-Man, Inc., 
Dept. HA, Jackson, Mich. 


Item 66 
Two-edged paint scrapers 


Three sizes of Temperite brand 
paint scrapers are available in 


bulk or carded for self-service. 
They have angled points for scrap- 
ing in corners and other tight 
spots. A two-edged, heavy steel 
blade is machine ground on both 
sides of its double cutting edge. 
The scrapers are finished in yellow 
and green. Replacement blades are 
available for these tools that can 
be hung on a revolving display. 
R. Murphy Co., Dept. HA, Ayer, 
Mass. 


Item 67 
Three boat bailer plugs 


Heavy-duty, Snap-tite boat bailer 
plugs have been added to Moeller’s 
marine and industrial stopper and 
closure line. Salt water, oil, gaso- 
line and other liquids have no ef- 
fect on the No. 9040 bailer plug. 
It’s made of brass, stainless steel 
and a special rubber seal. Comes in 
a 29/32 in. plug for 1 in. tubes, a 
15/32 in. plug for 1% in. tubes 





Dependable they're All Yours 


Turnover when you 
STOCK and SELL the 


SIMONDS Quality LINE 


The Simonds Hardware Line, well-known for 
years to Jobbers and Retailers for its high quality 
and ready customer acceptance, offers even greater 
value and profit opportunities now with the recent 
addition of popular price Chrome Plated Si-Clone 
Circular Saws (the most complete line on the market) 
and the special design Rotary Mower and Garden 
Tool File.. Both of these items have popular appeal, 
a tremendous market potential (over 13 million 
rotary mowers alone are now in use), and are offered 
to you at the full hardware discount. 





Get the complete story on all items in 
Simonds high quality Hardware Line 
from the Branch Office and Warehouse 
nearest you. 





i “ ” ROTARY MOWER 
CHROME-PLATE SI-CLONE SAWS : a & GARDEN TOOL FILES 








“CROSS-CUT” SAWS AND “BLUE-TIP’’ BITS & 
BUCKSAW BLADES “RED CIRCLE” SHANKS 


> > 
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“RED TANG” 


SIMONDS 


Factory Branches in Boston, Chicago, Shreveport, la., San Francisco and Portland, Oregon S AW a N D STE E L CO. | 


Canadian Factory in Montreal, Que., Simonds Divisions: Simonds Steel Mill, Lockport, N.Y. 
Heller Tool Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Canada 


FITCHBURG, MASS. 


Want more facts? Circle 132, p. 63 
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BUYING CHECK LIST 


Want more details? Circle 


Bridgeport © 


CGUSTIION 
SLU 


Fine" nor, 
. ac 
with N EW 


PATENTED § 
INTERLOCKED and 31/32 in. size without a tube 


} WN " for fiber glass transoms. They 
BLISTERPROOF, \ : @, ONGUE R GROOVE come in a plastic bag with a brass 
OIL, GAS AND (~ drain tube, double-safety chain and 
ae con fe HANDLE instructions. Moeller Mfg. Co., 
SLIP GRIP — ; Yi Dept. HA, 2401 Durand Ave., Ra- 
LOCKED INTO \\% cine, Wis. 

UNBREAKABLE i 


AMBER HANDLE — . GREATER 
COMFORTABLE \ 50 % TURNING 
POWER! Item 68 


Revolving kitchen knife 


Extra thick sandwiches can be 
BOLSTERED | cut with this Handee-Ware revolv- 
HEAVY DUTY BLADE — ing kitchen knife. It has a 3 in. 


WINGED SHANKED — stainless 1 blad d hollow 
HARDENED ALLOY pment all —e “This knife "is 
TOOL STEEL. FULL , : 


CHROME PLATE packaged with a clear acetate win- 
FINISH 


4 
—— 
——— 
ae 
— 
etme 
ems 
names 
i tetiltell 
——e 
———- = 
near 
eee 
ee ec 
i ceeceeneeell 
RTT 


PRECISION 
CROSS- 
; , GROUND 
See our % ee ie8 \. POINT 
— ‘ ‘Service 7 
line in.. 


Patent No 
2871899 


NEW | Patented 


INTERLOCKED 
“Tongue & Groove” Handle 
— Cannot slip, slide, twist or 17 Sizes & Styles 
come off! for all trades. 
Cross section showing slotted Available in 
amber handle and interlocking open stock or 
ribbed sleeve of genuine Nitrile 3 dozen assorted 
rubber. Full length “tongue and with FREE Display a 
groove” interlock completely rack — Deal #2703. tc Item 69 
prevents twisting and sliding. Ask your jobber 

or write. 


dow on a card and retails for 79¢. 
Consolidated Fruit Jar Co., Dept. 
HA, 62 Water St., New Brunswick, 
N. J. 


Rust inhibitive primer 


Flash-Dry M-50 Primer has been 
THE BRIDGEPORT £,/.\;1°)) 4.01mi eee) -1 added to the Totrust line of metal 
=151]01¢] 4-10) mole) |. ae a _ee-O 
Want more facts? Circle 133, p. 63 
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coatings. Rust can be effectively 





Item number on page 63 


stopped with this primer which 
dries to a low-lustre finish in 15 


hLASH-DR) 
clam 
M-SO PRIMER 


minutes. It penetrates rust pits 
and forms a bond with the metal. 
One coat resists weather, fumes 
and liquids. Wilbur & Williams 
Co., Inc., Dept. HA, 650 Pleasant 
St., Norwood, Mass. 


Item 70 
Gift kit for garden care 

Here’s a Christmas gift package 
you can sell in your garden supply 
department. It’s the Proen Square- 
spray Lawncare Kit that includes 
the Squarespray sprinkler, Water- 
feeder (plant-food applicator) and 
one box of Waterfeed 30-10-10 
cartridge plant-food. The gift- 
type package sells for $5.95. Proen 
Products Co., Dept. HA, 9th & 
Grayson Sts., Berkeley, Calif. 


Item 71 

Model railroad car kit 
Ambroid’s seventh kit in its lim- 

ited run “One of 5000” series is an 





HO replica of the Mathieson Dry 
Ice Car. The car has external Z 
bracing, a silver finish with black 
underbody and black decal letter- 
ing. It comes with universal coup- 
ler pockets, trucks, decals and a 
sample tube of Ambroid Liquid Ce- 
ment. Retail price is $5. None of 
the kits in the series will be re- 
run. Ambroid Co., Dept. HA, East 
Weymouth, Mass. 


Item 72 
Four-piece jigger sets 
Four-piece jigger sets are the 
newest additions to the Thriftee 
line of packaged Visi-Pak sets by 
Libbey Glass. These colorfully dec- 
orated, heavy-bottom jigger sets 
come in Quartette and Old Cars 


patterns. They retail for about $1 
a set. Libbey Glass Div. Owens II- 
linois Glass Co., Dept. HA, PO 
Box 1035, Toledo 1, Ohio. 


Item 73 
Folding doors in four sizes 
Promotionally - priced Latch-o- 
matic Steelite folding doors retail 
for $10.95 in a 32 x 80 in. size. 
These Clopay doors have a match- 
ing cornice and security lock. They 
are made of vinyl laminated to 5- 
curved steel panels. Four sizes are 
available in gray and beige: 32 x 
80 in. 38 x 80 in., 32 x 96 in., and 
38 x 96 in. Paired doors, joining in 
the center of the opening, can be 
used for openings up to 6 ft 
wide. Folding Door Div., Clopay 
Corp., Dept. HA, Clopay Square, 
Cincinnati 14, Ohio. 


Turn to page 80 for a listing of 
new aids to help you sell better. 





SEND FOR 
CATALOG AND 
JOBBER’S NAME 














CITY/STATE 
Ee ORD Gremme 





ONE-PIECE NON- 
PINCH HANDLE 


VISE 


HARDENED STEEL 
JAW INSERTS | 


FEATURES» 


HARDENED STEEL 
CUT-OFF TOOL 








GLEAMING 
RED FINISH 


SWIVEL BASE 


PIPE JAWS 


THAT 





STEEL CHANNEL SLIDE 
PROTECTS SCREW 


BUILD PROFITS 


Well-made, well-finished Simplex 
vises bring you higher profits be- 
cause your customers see value. 
All 5 vises in the line feature 
quality for fast turnover. Attrac- 
tive discount schedule. Get top 
profits by selling the best. 


Desmond-Stephan Mtg. Co. 
Urbana, Ohio 
Soo SE OR eae 6 
Want more facts? Circle 134, p. 63 
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NEW AIDS TO HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 
literature to keep you posted. Circle number, p. 63 for your copy 


ITEM 82 KITCHEN WOODENWARE 
BULLETIN—This 4-pager describes 
northern hard maple counter tops, 
chopping blocks and other kitchen 
specialty woodenware made by Sen- 
senich. The colorful folder includes 
descriptions, specifications and 
prices. Sensenich Corp., Dept. HA, 
Lancaster, Pa. 





ITEM 83 LAWN CARE PRODUCT CAT- 
ALOG End-O-Pest, End-O-Weed, 
Instant Vigoro and other Vigoro 
products are covered completely in 
this 1960 price catalog. A new dis- 
count schedule has been introduced 
with discounts given by case lots 
and by zone. Agricultural Chemical 
Div., Swift & Co., Dept. HA, Chi- 
cago 9, Ill. 





ITEM 84 ‘TOOL SHEET FOR OFFSET 
—This new Warren-Teed line cat- 
alog sheet is available to whole- 
salers for use in preparing photo- 
offset sales catalog pages. Includes 
14 best sellers in the heavy forged 
hand tool line with descriptive 
copy, size, packaging, and illustra- 
tions of each tool. Meets the stand- 
ards of distributor associations. 
Warren Tool Corp., Dept. HA, 
Warren, Ohio. 





ITEM 85 TRAPPING SEASONS 
SCHEDULE—Shows 1959-1960 open 
seasons for trapping in each state 
(Where available). Includes dates 
for trapping muskrat, mink, skunk, 
raccoon and fox. Animal Trap Co. 
of America, Dept. HA, Lititz, Pa. 


ITEM 86 HOLIDAY LIGHTING LIT- 
ERATURE—Several new Orblites and 
two models of a motorized color 
wheel are featured in this Steber 
literature. Forms 1040-59 and 1096 
describes all features of the new 
items. Steber Mfg. Co., Dept. HA, 
Broadview, Ill. 





ITEM 87 SLING CHAIN SAFETY KIT 
—This 6-part kit is a guide to 
sling chain safety by McKay. Kit 
is a heavy 4 x 9 in. folder which 
holds five descriptive folders. A 


80 © HARDWARE AGE, November 19, 1959 


12-page booklet covers all aspects 
of sling chain handling for safety. 
Other folders give details on mak- 
ing sling chains with McK-Alloy 
attachments and cost charts. Mc- 
Kay Co., Dept. HA, 1005 Liberty 
Ave., Pittsburgh, Pa. 





ITEM 88 BULLETIN ON BALLCOCKS 
— Illustrates mechanical features 
of the 09, 03 and Anti-Syphon 07 
models. Cutaway drawings show 
how internal parts are assembled. 
Mansfield 422 shank extender and 
205 flush valve information is in- 
cluded in form LL-9939. Mansfield 
Sanitary, Inc., Dept. HA, Perrys- 
ville, Ohio. 





ITEM 89 CATALOG ON MIXING FAU- 
CETS—Describes single handle mod- 
els and valves in eight pages. All 
models are illustrated and priced. 
Gyro’s items are grouped for 
kitchens, showers and lavatories. 
Gyro Brass Mfg. Corp., Dept. HA, 
51 Urban Ave., Westbury, L. I., 
io 





ITEM 90 PAMPHLETS ON TILE 
FLOORING — Shows do-it-yourself 
trade how to install five Kentile 
resilient floors. Also gives details 
on how to measure rooms, plan 
border and spread adhesive. Pam- 
phlets #315 and #320 are illus- 
trated. Kentile, Inc., Dept. HA, 58 
Second Ave., Brooklyn 15, N. Y. 





ITEM 91 RUST REMOVER BULLETIN 
—Magic Iron Cement’s new Magic 
Rust Buster is described in Bulle- 
tin RB-400. Rust Buster also cleans 
chrome and consists of a stick that 
in effect, erases rust much like a 
pencil eraser. Magic Iron Cement 
Co., Inc., Dept. HA, 5403 Bower 
Ave., Cleveland 27, Ohio. 





ITEM 92 FIRE EXTINGUISHER FOLDER 
—Covers Buffalo Fire Appliance’s 
line. Descriptions, accessories and 
recharges are listed in chart form 
beside each photo. Buffalo Fire 
Appliance Corp., Dept. HA, Dayton, 
Ohio. 


ITEM 93 MINERAL ROCK SALT FOLDER 
—Offers suggestions for merchan- 
dising Sterling Halite (ice and 
snow) Melting Crystals for fast 
turnover and good profits. I/nter- 
national Salt Co., Dept. HA, Scran- 
ton, Pa. 





ITEM 94 CAULKING GUN CATALOG 
—Covers the Vital line of new and 
improved models for professional 
and home use. Capacities, dimen- 
sions and construction of the mod- 
els are detailed. Interchangeable 
nozzles are also described. Vital 
Products Mfg. Co., Dept. HA, 7500 
Quincy Ave., Cleveland 4, Ohio. 





ITEM 95 1960 LAWNMOWER CATALOG 
—Features Turfmaster units and 
accessories in 18 pages of details 
and specifications. Envelope stuf- 
fers and point-of-purchase mate- 
rials are also available. Dille & Mc- 
Guire Mfg. Co., Dept. HA, Rich- 
mond, Ind. 





ITEM 96 PAINTERS’ TOOLS SHEET— 
Can be inserted in loose-leaf cata- 
logs. A one-stop painters’ tool de- 
partment with vacuum pack carded 
tools, called the A30 floor stand, is 
featured on the JS-62 sheet. Eight 
merchandise assortments are listed 
with prices. Red Devil Tools, Dept. 
HA, Union, N. J. 





ITEM 97 FISHING REEL CATALOG— 
Empasizes four new direct drive 
Bronson reels. The Dart 905 Spin 
Casting reel is featured and the 
line of spinning, spin casting, fly 
and salt water reels is included. A 
Fishing Handbook is also available. 
Bronson Reel Co., Dept. HA, Bron- 
son, Mich. 





ITEM 98 RIGID POLYETHYLENE 
BROCHURE—Is entitled “‘Marlex, Its 
Growth—Your Opportunity.” More 
than 400 items are described in 26 
pages. New applications and basic 
properties are detailed. Phillips 
Chemical Co., Dept. HA, Bartles- 
ville, Okla. 





ITEM 99 TACKER PROMOTIONS 
BROADSIDE—Describes Arrow’s Fall 
schedule of national advertising, 
tie-ins with home workshop pro- 
grams, new displays and sales aids. 
Arrow Fastener Co., Dept. HA, 1 
Junius St., Brooklyn 12, N. Y. 








ROBERTS 


therproofing products your 
now is the time for you fo cas 
d. Your customers will like the 
>. They’// see at a glance how eé 
hey’// really go for the lower pri 


ROBE SF 


WEATHERSTRIPPING DOOR BOTTOM 


Made of poly-vinyl foam permanently bonded to UTallelei-m-10hcolaat-)dlom-y0)alalome-leadlelam-lile)) sm 140) 0) i-mon lst. 
clear grain wood molding. Stops dust, drafts and ance for carpets and door mats. Nylon stoproller 
water, quiets door slam. Non-absorbing foam can insures positive closing and tighter seal. Installs 
be painted, resists chemicals, weather and wear fast, always fits snugly. Made of durable silver satin 
Self-selling carton, 15 complete kits — suggested anodized aluminum. Self-selling carton, 10 com- 
list, $1.95 per kit. plete kits — suggested list, $2.95 per kit. 





a 


‘Sells without words! 


Contact your wholesaler today! 
or write Dept. HA 119. 


THE ROBE RTS co. 


600 North Baldwin Park Bivd., City of Industry, Calif. é 


Quality Products for Home and Industry for over 20 years. 
Want more facts? Circle 135, p. 63 
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5 FEATURE-PACKED MODELS 
DESIGNED FOR FAST TURNOVER 


Unique new sales appeal 
in a short inventory line 
that covers all your mar- 
ket needs—that’s the new 
Mow- Master line for ’60. 
From promotion models 
to deluxe self-propelled, 
Mow-Master gives you 
more saleable features. 
For example, proraotional 
model 620 delivers far 
more features for its new 
low price .. . full 22” 
cutting width .. . low- 
tone muffler ... 24% hp., 
4 cycle Briggs & Stratton 
engine ... 4-position 
controls on handle . 
Polyphite lifetime self- 
lubricating bearings. 
You'll sell faster in ’60 
with Mow- Master. 





SAFETY ACCESSORY-A SALES MAGNET 


Mow-Master optional Safety Step- 
Starting is a unique sales extra 
priced to give you a long margin. 















TITAN Little Giant 
Made for 


Farmers 
Homeowners 
Sportsmen 





Big in power but low in price, the new Titan Little Giant is 
the key to the mass-market for chain saws. It provides a 
quality chain saw at a price that is attractive to farmers, 
homeowners, sportsmen, campers and other occasional 
users. Though low in price, it has the quality Titan features 
you expect to find in much higher price saws... You'll find 
new profit opportunities in the Titan Little Giant. 





LOOK DELUXE QUALITY! 


Mow-Master DELUXE 
MOWERS in 19” and 22” 
widths, for customers 
who want the best... 
automatic impulse start- 
ing ... low-tone muffler 
. .. hi-power Briggs & 
Stratton engine, speed- 
set height adjustment... 
4-position finger-tip 
controls. 

Mow-Master PROMO- 
TIONAL MOWERS in 19” 
and 22” widths are priced 
for mass-market, high- 
volume selling. Budget 
priced, they still have the 
features your customers 
want. 

Mow-Master SELF-PRO- 
PELLED MOWERS have 
deluxe features, impulse 
starting, plus a positive 
pressure-action drive. 


Prop aiisionr 


ENGINE CORPORATION 
311 Marion Ave., 


South Milwaukee, Wisconsin 











$129: 


F.O.B 
Complete with 
16” 


aclaicla 


elolMmelale Me ailelia 


NEW SUPER 5400 


TITAN 4900 
DIRECT DRIVE 





The all-position 
all-purpose saw 


The premium powered 
direct drive saw 





TWO PROFESSIONAL 
GEAR-DRIVEN MODELS 


TITAN SUPER 85 












"te, 


— a 
For heavy duty work 


The big job chain saw 


Propulsion 





ENGINE CORPORATION 
311 Marion Ave., 
South Milwaukee, Wisconsin 


® 
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Climb on the riding mower bandwagon 


Fairlawn 550 26” Deluxe Rider 


Climb on the new profit bandwagon 
with the riding mower for customers 
who demand the best. Automotive 
styling, steering and differential ... 
4%. hp, 4-cycle Lauson engine... 
safety-type, variable speed clutch... 
speeds up to 3% mph... lever con- 
trolled cutting height. 


Automatic Impulse Starter optional extra on 
24” riding mower models. 


Fairlawn 530 24” Deluxe Rider 


Climb on the new sales bandwagon 
with the rider built with solid quality. 
Fairlawn 530 has automotive differ- 
ential, transmission steering and 
styling ... speeds up to 3.6 mph... 
34% hp, 4-cycle Lauson engine. . 


blade lock out clutch. . 
cutting heights. 


. variable 





Propulsion 


ENGINE CORPORATION 





Mow-Master 510 24° ride: 


Climb on the new riding mower band- 

wagon with the mower that is designed 

to capture the low-price market. It has 

automotive steering .. . transmission 
. . Safety clutch. 






311 Marion Ave., 
South Milwaukee, Wisconsin 


get your 
big poi 


Budget Priced Heavy Duty Titan 


Profit Maker oy o Rotary Tiller 

Model 2037 Titan Tiller XY fn | For rugged, heavy duty tilling, 

~ ys Here’s a fast selling budget— the quality built Titan Tiller 

, an ¥ priced tiller for home is packed with big selling 
, e ' gardeners. No belts! ... \. features .. . universal 


a quality construction... 
cone type self-adjusting 
clutch, completely 
\ | enclosed in sealed 
| dust proof gear 
case... 3 hp, 
engine... 
adjustable depth 
control... 
spade-type tines 
— 16’ tilling 
width extendable 
wa ccs 
clutch control 
on handle. 
adjustable 
transport 
wheels. 


type-tines — 17” 
extendable to 38”... 
14” rotor... Big 

3 hp engine... 
cone-type self- 
adjusting clutch, 

and fingertip 

throttle and 

clutch controls. 

’ Priced for 
big volume 
mass market 
“% selling. 





Propulsion 


ENGINE CORPORATION 
Me 


311 Marion Ave., 
South Milwaukee, Wisconsin 
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Now Your Most Complete 
Reference For 
Threaded & Headed Products! 


NEW 
1960 EDITION 





WEE 


IE SCREW € SPECIALTY CO., INC. SN 
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ATLAS 


SCREW & SPECIALTY CO., 


METAL FASTENERS 


CATALOG 


For more than 25 years Atlas 
Screw & Specialty Co., Inc. has 
been synonymous with quality 
and service. In keeping with our 
desire to serve you best, we 
have just completed printing our 
newest catalog. The list prices 
published therein are up to date 
and reflect the most current 
changes. 














,. FREE! 
vours . New York office 
st your copy ° 


alog 59HA 


Write to 
and reque 
cat 





Our Factories And Warehouses 
Are Centrally Located To Guarantee You 
Fast And Efficient Service. 


ATLAS 





SCREW & SPECIALTY CO., INC. 
450 Broome St. 396 Jellif St. 

N.Y. 13, N.Y. Newark, N. J. 
3661 N.W. 48 St. 250 Mill St. 

Miami, Florida Waterbury, Conn. 
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Here’s a simple and effective idea to help 
you sell more chain at no added expense 


' 








f 


Chain sales right from the keg, out of sight but within easy reach of 


salesmen. 


Chain is stored in two rows of 
kegs at J. Oviatt Bowers Co., Tus- 
caloosa, Ala. The kegs are under a 
counter, the top of which is used 
for other displays. 

Ends of chain from each keg 
hang on large hooks. These sample 
ends direct the clerk to the right 
keg without fumbling under the 
counter. ; 

The chain ends also permit the 
customer to study chains, and se- 
lect the type he wants without try- 
ing to describe it. 

These hooks supports are in a 
single row along the under-edge of 
the counter. They’re spaced 10 in. 
apart. Alternate hooks’ center 


above front kegs for straight hang 
of the chains. Occasionally two 
short lengths of different kinds are 
in one keg. This is shown by two 
chain ends on the same hook. 
Gardening claws were not sturdy 
enough to dig chain out of kegs. 
Therefore 
tool was m 


an effective grabbing 
made from a 10-in. section 
of 34 in. pipe, to one end of which 
five fingers were welded. Made of 
3/16 in. steel bar, each 5 in. finger 
has a 90 deg claw-curve, tapered 
end and blunt point. With this, a 
clerk can reach nearly to the bot- 
tom of a rear keg without going 
under the counter. 





Are you looking for more display space? 


Monarch Hardware, Philadel- 
phia, had a large archway connect- 
ing the old store and its new house- 
wares wing. While a few items 
were shown on the walls, the space 
was largely being wasted. There 
was a lot of area, for the ceiling 
measures 14 ft. high. 

Co-owners Charles and Martin 
Presser took a long look at the 
archway after hours one evening. 
They decided that they could use 


a lot of odds and ends of accumu- 
lated lumber and perforated panel- 
ing to make the section pay for 
itself. 

Working a few hours a night for 
little more than a week, the part- 
ners built a series of shelves and 
compartments extending to full 
ceiling height. 

When the partners were finished 
they had extra display space for 
housewares, pet supplies, cleaning 






















I've Got the Right Brush for Every Painting Job!) 


MARGE AND I WERE INVITED TO DINNER AT THE HARRIS’ 
HOME. NOT ONLY IS DOC HARRIS THE BEST PHYSICIAN IN 
TOWN BUT HE'S A TOP-NOTCH HOME CRAFTSMAN, TOO. 









































DOC INVITED US TO SEE HIS LATEST PROJECT. 
HIS BASEMENT WORKSHOP IS A CRAFTSMAN'S 
DREAM, COMPLETE WITH POWER TOOLS, 


SAY, DOC, WHY SO MANY 
PAINTBRUSHES ? 














HAND TOOLS AND.. 
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(GOOD PAINTING TOOLS, YOU KNOW, 
ARE JUST AS IMPORTANT IN A HOME 
SHOP AS OTHER HAND TOOLS. A 
SMART CRAFTSMAN MAKES SURE 

HE'S GOT A RANGE OF TOP- 
QUALITY PAINTBRUSHES IN ALL 
SIZES FOR EVERY PAINTING 
AND FINISHING JOB. 

















The American Brush Manufacturers Association, Paint Brush Division 


MARGE MUST HAVE BEEN IMPRESSED, 


TOO! CHRISTMAS TIME I GOT A REAL 
SURPRIGE— A DOZEN OF THE SLICKEST 
BRUSHES I/D EVER SEEN. OUR PAINT 
DEALER SUGGESTED JUST THE ONES 

































IT WAS A GOOD 
INVESTMENT FOR 
MARGE. SHE'S 
PLENTY PROUD OF 
THE FURNITURE 
"VE REFINISHED 
AND PAINTED. SO, 
TAKE A TIP FROM 

A TOP-NOTCH 
DO-IT- YOURSELFER. 
GET A COMPLETE SET 

OF QUALITY 
PAINTBRUSHES 
FOR YOUR HOME 
WORKSHOP! 
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MR. DEALER: CUT OUT ANO POST THIS AD WHERE CUSTOMERS CAN SEE /T. 
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Are you looking for 


more display space? 
(Continued ) 


























sundries, galvanized ware, and a 
large do-it-yourself aluminum dis- 
play unit. 

A little new lumber had to be 
bought. Paint and fasteners were 
taken from stock at cost. Martin 
and Charles Presser spent less than 
$30 to complete the display. 

The owners estimate the new 
unit holds more than $1000 in re- 
tail inventory. The display has 
proved valuable in adding impulse 
sales, for it is next to the store 
entrance. 


Martin Presser restocking cookware 
on the perforated paneling under the 


PHEPECTION 1% HOT ON ACCIDENT 


GUARANTEED TO BOOST SALES AND PROFITS 
Eagle receptacles at NO EXTRA COST in this new color- baat he alee. iol hone Chaal 
ful EAGLE SHO-PAK® will boost sales and profits. pale i Bi denh cdl itgeteet 
Now merchandised in this new SHO-PAK® affording ge ce be dine saclinasaata died 
more visibility, compactness, and especially attractive for vcniinainiatetssisnnscnies 
effective display. 

Speeds selling. Eliminates fumbling on the job, or on 
the counter. 
An up-to-the-minute merchandiser 

THAT COSTS NO MORE 
By the originators of the Eagle OK Plug Fuse in 


SHO-PAK. ® 
SPECIFY EAGLE 
ACCEPT NO SUBSTITUTES 
SOLD THRU WHOLESALERS 


You can judge the ceiling height 








EAGLE ELECTRIC MFG. CO., INC. 


YNG ISLAND CIT) NEW YOR 
“PERFECTION IS NOT AN ACCIDENT" 
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Le 


Ree” GOOD-WILL BUILDERS 


Behr-Manning Co., Troy, N. Y. Dept. HA-1! 













Masking Tape Please send me 25 BEAR Coloring Books without obligation. 
Display No. 15 
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contains 12 rolls, Name sitinaee 
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1'/z in. x 300 in. 
Company 





Address aan 





City _Zone State —— 
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NANOY-GRIP DISPENSER SOxts 


Masking Tape 


. SEALING | MEN Dine 
Display No. 30 ol ae 
contains {2 rolls, FROZEN FOOD PACKAGES » 


: as >. Vy in, x 25 ft. 


Masking Tape Deal 
No. M-59 contains 
an assortment of 
48 popular-price 
dispenser rolls of 
masking tape. Plus! 
A new 10-prong 
tape rack, 


Masking Tape 
Display No. 90 
contains 12 rolls, 
Y, in. x 90 ft. 














EAR tape 


BRAND 


eye-catching ways to sell more B 


These are salesmen. Good ones. Put them to work. Put them in your 
paint department. You'll get tie-in benefits. Let the power of suggestion 
start the sale. You clinch it — the quality way, with BEAR Tapes. 


BEAR TAPE 


BRAND 


BEHR-MANNING C0. TROY, N.Y. A DIVISION OF NORTON COMPANY 


BEHR-MANNING PRODUCTS: Coated Abrasives ¢ Sharpening Stones » Pressure-Sensitive Tapes « Floor Maintenance Products 
ey NORTON PRODUCTS: Abrasives © Grinding Wheels « Machine Tools « Refractories «© Electro-Chemicals 


In Canada: Behr-Manning (Canada) Ltd., Brantford. . For Export: Norton International, inc., Troy, New York, U.S. A. 
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» STANDARD 


WOOD BORING SET 





WITH HOLIDAY 





PROFITS and ready 





for delivery Five Carbon Stee! Drills in 


each set. Sizes 4, Ne, Ve, Ne 
and 1/2 inch. Drills have 4 
inch shank for use in porta- 
ble electric hand drills, 


‘ea Order No. H-] 4. 
“a 


STANDARD 
METAL WORKING 
DRILL SET 













Each package 


is filled with 
SALES TESTED 














Five High Speed Steel Drills — 
V4" straight shanks and gests 
starting points. Packaged in p a 
tic case. Order No. HS-42. 






just like those 
professionals 
use! 













te STANDARD 
13 STURDy DRILL SET 










ATTENTION WINNING 
COUNTER DISPLAy 


7 M 2 f | 
' ? 3 Cc dbog d. 







] ] Pa 
’ Disp} 


4” deep 





wide. 





ay featur 
and three N 
» 
Sets beautify 


lic ©Ontainers 
© All 






es three No 
©. HS-45 dritt sey 


lly Pac kaged 







UT Sets. 


in plas. 








Drills fip teu 






ae 


STANDARD Too. (‘o.¢ 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 
BRANCH WAREHOUSES IN: NEW YORK . DETROIT . CHICAGO - DALLAS - LOS ANGELES - SAN FRANCISCO 





2 ee sy a8 ; Py ass Beg: 
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SHOVELS AND 
ALLIED ITEMS 





















Ames also manufactures Ames Maid metal house- 


hold furniture and Ames Aire casual furniture 
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MANUFACTURERS’ REPRESENTATIVES 
WANTED = 


to sell the new Velvet Touch Carpet Shampoo rental 
program to hardware, paint and wallpaper dealers 
and rental agencies. 
























Dealers can offer their customers a complete 
“Do-It-Yourself’’ carpet and floor cleaning ser- f 
vice on a profitable rental basis. Liberal finance (ones 
plan enables them to pay for their equipment out : 
of rental profits. Extra profits are realized 
through sale of exclusive Velvet Touch Shampoo. 


Excellent commission arrangement. Protected 
territories. Your only investment is effort. 
Demonstrator machine furnished. Sales 
leads, advertising support, point-of-sale ma- 
terial, invoicing, provided by company. Pro- 
gram offered by one of the nation’s leading 
floor machine manufacturers. Write today 
for full details. 


Velvet Touch machine is versatile, easy 
fo run as a vacuum cleaner. Converts 
from carpet shampooer to floor scrub- 

ber or polisher in seconds. Main- 
tenance-free, no slip, no whine, 
no oil leak. Contains no grease. 





ADVANCE FLOOR MACHINE CO. 


136 Industrial Center, Spring Park, Minn. 
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Lottorc 


from Hardware Age readers 








A cowboy story 
Dear Editor: 


Here is a little hardware story 
that I thought you might enjoy: 

Recently a young man, about 
nine years old, entered our store. 
He was dressed up in the latest re- 
galia and looked very impressive 
—cowboy hat, red shirt and blue 
jeans, large cowboy shoes that 
were much too long and which 
someone probably gave him. A vi- 
cious looking pistol dangled down 
to his knees. 

The following conversation took 
place. 

“Mister, can I help you?” 

“Yeh—how much is that wagon 
up there on that shelf?” 

I priced it to him at $3. This 
was less than half the regular 
price. 

“Whew,” he whistled, and then 
spit on the floor (he was really 
tough). 

“What’s the matter, is that to 
high?” I asked. 

‘“‘No,” he said, “but that’s a heck 
of a lot of money.” 

I suppose some of our hardware 
men could tell some other good 
ones. It might make a_e good 
column. 

I am enclosing herewith a check 
for one year’s subscription. It’s 
hard to run a hardware store with- 
out HARDWARE AGE. I know. 

Yours very truly, 
H. A. Fischer 
Fischer Hardware Co. 
Picher, Okla. 





Editor’s note: Do you have a fa- 
vorite story? Send it in. We'll 
publish the best ones. 


Cub Scouting ideas? 
Dear Editor: 


I am greatly interested in Cub 
Scouting. I am looking for some 
very good ideas that could be used 
to stimulate more interest on the 
part of the Scouts’ parents in this 
movement. 

It occurred to me that other deal- 

















SELL the 


EDGER-TRIMMER 
that offers 


BETTER VALUE 
to your customers 
and GREATER 
PROFITS for 
you, Wo... 


SNE [RUE TRIMMER ~ 


There is no secret about the TRUE TRIMMER 
success story. We simply make ‘em better 
and sell ’em at competitive prices. The test of © 
any product is satisfied customers. The history 
of TRUE TRIMMER is reflected in its many 
satisfied customers — who take great pride 
in the knowledge that in owning TRUE 
TRIMMER, they own the best. Trouble- 
free performance, superior features, // / 
assure more sales and greater profits Yf 
when you sell TRUE TRIMMER. 4p, ( 


T Rugged construction. 
Lightweight, reinforced 
aluminum alloy base. 
























V4 4 Easamatic controls 
‘ allow operator to 
change from edging 
to trimming from 
stand-up position. No 
/, more old-fashioned 
/ stooping. 


~ QUALITY 
CONSTRUCTION 
FASE OF 
OPERATION 
SUPERIOR 
PERFORMANCE 
VERSATILITY 


and COMPETITIVELY 
PRICED! a 


eee eee ee ee 








tye 


2 Lifetime seal- 
ed ball bearings 
in cutterhead. 


worl 
Po akan 
Be." 
we -« 


3 Fourth wheel guide 
allows controlled steer- 
ing along curbs and 
driveways. 


5 Blade guide lets you “feel” along 
concrete walks and driveways. Makes 
for much faster and more accurate 
edging. 





| GYESX) True TRIMME 


P. O. Box 14446, Houston 21, Texas 


For more informa- 
tion on a profitable 
TRUE TRIMMER 
dealership, plus de- 
tails on our liberal 
dating plan, fill out | 
coupon and mail at | NAME 
once. 





Gentlemen: 
We are interested in a TRUE TRIMMER dealership. Please 
rush information, plus details on your liberal dating plan. 








| ADDRESS 
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a bet you'll 
always win... 


Bet on the quality of Sheffield bolts and you'll never 
lose. For quality is a sure thing in every Sheffield bolt. 
It’s kept that way with checks and tests at every step of 
Sheffield steelmaking and boltmaking — from furnace 
to finished product. 


Result: bolts that give your customer greater holding 
power, free-running precision threads, easier installa- 
tion. Bolts you can sell with complete confidence. 

And here’s a selling tip that’s paying off wherever it’s 
tried: Make up assortments of most-used Sheffield bolts 
in sacks or bags. Display them. Your customers will do 
the rest. 

Call your Sheffield Distributor now for the variety 
and quantities of Sheffield bolts you'll need. 



















Bolt Makers Since 1888 


SHEFFIELD DIVISION 








ARMCO STEEL CORPORATION 


OTHER DIVISIONS AND SUBSIDIARIES: Armco Division + The National Supply Company «+ Armco Drainage & Metal 
Products, Inc. « The Armco International Corporation + Union Wire Rope Corporation « Southwest Steel Products 
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Lottore 


(Continued from page 89) 





ers may be active in Scouting and 
would have some suggestions that 
they could pass along to me. I 
would certainly appreciate hearing 
from any reader who has some sug- 
gestions on how I can get more 
parents more interested in this 
program. 

Yours very truly, 

Stanley J. Kwik 
Kwik Hardware 
10338 Conant 
Hamtramck 12, Mich. 


Editor’s note: How about some of 
you other dealers who have had ex- 
perience with Scouting? Got some 
ideas you can pass along to Reader 
Kwik? 


Santa pictures bring 
extra traffic, profit 


A Chicago dealer tried an inter- 
esting and profitable experiment 
in the Christmas season last year. 
In addition to promoting a live 
Santa Claus as a traffic lure, this 
dealer announced that he would 


photograph children talking to 
Santa. 
The offer was in effect from 


Dec. 1 through Christmas Eve. A 
large sign next to Santa’s booth 
read: “A picture of your child 
with Santa, 50¢—no waiting.” The 
store owner used a borrowed Polar- 
oid Land Camera, and he had a 
good supply of film. 

The camera was used much 
more than anyone had planned. 
The picture idea was an instant 
success, with word of mouth local 
advertising doing an effective pro- 
motional job. Many times during 
the three week holiday rush, 
mothers and their children were 
lined up from rear to front of the 
store. More than half of them 
wanted a _ picture remem- 
brance. 

This year the dealer has im- 
proved on his idea. He has bought 


as a 


his own instant-picture camera 
and a copying camera. He can 


make spare prints of original pic- 
tures. 














COLORITE 


the quality name 


in garden hose 





America’s Most Complete Line of Garden Hose 


Colorite quality and selection gives you the widest choice to merchandise. 
From ¥” to 34” 1.D. Promotional, Deluxe, Reinforced and Transparent. 
Sixteen distinct and different styles of hose and sprinklers. All uncondition- 
ally guaranteed. All superbly packaged and priced for quick impulse sales. 
Get the complete Colorite story by writing for catalog and prices today. 


Advertised in Life 
of Commerce Seal of Quality 


with Dept 


2-ply construction 
doubles sales appeal 





COLORITE 


PLASTICS OF NEW JERSEY, INC. 50 CALIFORNIA AVENUE, PATERSON, NEW JERSEY 
Want more facts? Circle 146, p. 63 
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Springfield 25” deluxe riding mower. pum com Springfield 22” walker... J) Springfield balanced 
America’s top seller with . ) featuring Quick-Change action rotary tiller... 
full gear transmission. . height adjustment. with optional reverse. 





POWERED LAWN AND 
GARDEN EQUIPMENT 
QUICK MANUFACTURING, INC., SPRINGFIELD, OHIO 
“THE HOUSE OF — 2 
7 GREAT SPRINGFIELD woes... AE Progit Lime for 
bn ; : as 
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There's a good reason why this is so. PENN- 
VERNON’S unusual smoothness, remarkable free- 
dom from distortion, and high resistance to 
abrasion are the result of PPG's continuing 
research in sheet glass making. The glass is 
fire-finished and drawn vertically from molten 
glass to finished sheet; no rolls or foreign sub- 
stances touch the surface until it has been con- 
trol-cooled beyond danger of injury. This makes 


PENNVERNON more than just “window glass.” 


PENNVERNON, being completely transparent, 
provides clear, true vision. When your cus- 
tomers ask for replacement window glass, sell 
them this “window glass at its best.” PENN- 
VERNON is available through your Pittsburgh 
branch or distributor. Pittsburgh Plate Glass 
Company, 632 Fort Duquesne Blvd., Pittsburgh 


22. Pennsylvania. 

















PeNnnuUERNON”. --not just window glass 


Pittsburgh Plate Glass Company 


Paints « Glass * Chemicals « Fiber Glass In Canada: Canadian Pittsburgh Industries Limited 
Want more facts? Circle 148, p. 63 
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Slanted shelving solves 
paint display problem 
(Continued from page 43) 


my inventory up to date more eas- 
ily and efficiently than formerly. 
With slow moving items, I let the 
stock run down to one or two cans 
before reordering. With all varie- 
ties, I can tell at a glance when I 
should reorder. 


“The entire department looks 
neater and more attractive since 


A visual spot 
Owner Gordon Whitney to take in- 
ventory. 


the cans automatically face them- 
selves up by gravity as soon as the 
front item is removed. Moreover, 
the shelves look full even though 
there may be only one or two of 
some varieties in stock.” 

Mr. Whitney rotates paint stock 
each time he puts in new merchan- 
dise. “It would be even more ideal 
if I could load my fixture from the 
back,” he says. 


Paints are a major department 
at Whitney Hardware, accounting 
for 15 percent of total store sales. 
In addition there are rollers and 
brushes, sandpaper, and painting 
accessories which measurably add 
to the total dollar volume. © End 

















Why modern merchandisers have 


switched to & ASY: H EAT 


electric freeze-protection 


* Rasy-HEAT 
oD AYA-1- Wena Mod alo} lot — 
o} am oy- Cod. e- tei lale nie 


Choice of individual, illustrated 
boxes, easy to stack, display; 
or clear-view “Poly” bags with 
headers punched for hanging. 
Self-service “salesmen”! 


a tasy HEAT 
at- t-e- ote) Olahd-Janjel-Cot amaal-a ar 
an da Ged ome—h del olel-la ie 


Profit-pack No. 3742! Not a dump 
box—offers bags and boxes ina 
working displayer. The 2 fastest- 
moving sizes, plus Fiberglas. Dealer 
gets display bonus, 354% profit! 


"basy-HEAT is so 
easy to use, to 
show, to sell!” .« 


ha. 


™. 


Rasy HEAT 
advertises heavily to get 
me more eustomers!” 


QUALITY, TOO! These automatic 
and non-automatic Heat Band Kits are 
pre-assembled for the do-it-yourself 
market. Every unit guaranteed. You'll 
sell EASY-HEAT for water pipes, roofs, 
gutters, downspouts, poultry fountains, 
milk houses, mobile-home plumbing! 
Tell your wholesaler you've switched to 
EASY-HEAT;; or write direct, today. 


Write for facts on EASY-HEAT’s 
new electric SNO-MELTER for use 
under concrete walks and drives! 


EAS Y-HEAT, INC., “Electric Anti-freeze Devices” 
Dept. HA, Lakeville, Indiana 
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WE DO AREAL 
BIG BUSINESS 
NOW - THANKS 
TO YOUR FULLER. 
TOOL-A-MAT 


TOOL-A-MAT Takes only 15''— y i] 
Get the story from your jobber tof 


ALL MY DEALERS 
TELL ME THAT— 
AND LOOK AT ALL 
THE SPACE YOURE 
SAVING 


, the Turnover 
Handbook 


~ nN 


TT FULLER MAL CLS 


3522 Webster Avenue, New York 67 


Fuller Products are made in U.S.A., England and other countries of the highest quality materials by skilled 


craftsmen . . . designed for service . . 


. and rigidly inspected to preserve Fuller Quality and Reliability. 
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A SLIP CAN COST A LIFE! 
play safe with NORLUND creepers! 


DIAMOND® 
Creeper 

Strap on over boot; 
quick to apply with 
adjustable web strap; 
light weight. A com- 
pact creeper of sur- 
prising efficiency. 


industrial Creeper 
Strongest ice creeper 
made! Grips both sole 
and heel; attaches by 
web strap and chain; 
coated to prevent rust- 
ing. 





Calked Heel Plate 
%” case hardened 
calks riveted to 4,” 
steel plate. Screws sup- 
plied for perinanent 
attachment to leather 
heels. 


Norlux® 

Detachable Creeper 
Our best seller; pre- 
vents slipping; can be 
worn over shoes or 
boots; lightweight; 
calks riveted to flexible 
steel strips. 





Detachable Heel 
Plate 

A heavy-duty creeper, 
withstands severe serv- 
ice; %” tempered 
steel forms four %” 
points for sure grip. 
Web strap attachment. 








Calked Steel Sole 
Case hardened calks 
riveted to 2” temp- 
ered spring steel. On 
or off in seconds; held 
firmly and comfortably 
with web straps. 


Safety Foot Chains 
Non-binding arrange- 
ment assures comfort; 
chains are most effec- 
tive on soft (earth, etc.) 
surface. Fastened by 
web straps; carrying 
bag supplied. 


Ask your jobber 


ae 
of 


. or write for catalog | 


oa.NORLU ND‘ co. 


Division of Mann Edge Tool Company 
LEWISTOWN, PENNSYLVANIA 
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So, you’re going to expand 
(Continued from page 42) 


There are 20 telephones scattered 
strategically about the store. 


This eight-tiered flexible display is 


a new kind of header for gondolas. 


basis, on a six months’ budget plan 
with a service charge of 1 percent, 
and on a long-term contract, usu- 
ally 12 to 18 months. 

Storage space is kept to a bare 
minimum at Buhne’s although its 
old 7000-foot store had 20,000 
square feet of warehouse. 

Now the store makes use of mass 
displays for impulse selling. “What 
we’re really interested in, in the 
final analysis, is turnover,” de- 
clared Buhne’s general manager, 
R. J. Talsma, “‘and turnover comes 
from the salesfloor, not the stock- 
room,” @ End 
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“BOB CUMMINGS is the 
STAR SALESMAN 


for the all-new Porter-Cable 
SUBURBAN RIDER LINE for 1960 


The entire Bob Cummings family has joined YOUR sales organization to make this your 
biggest selling year ever for Porter-Cable suburban riders! Known to millions as the star of 
TV's popular ‘“‘Bob Cummings Show,” Bob and his real life family will tell all America that 
yard care is fun with a Porter-Cable rider. And, they'll carry this‘message in the biggest 
advertising and sales promotion campaign in the industry .. . from big national ads and 
dramatic in-store promotions to colorful selling aids. A complete line of quality riders ...a 
well-known star .. . coupled with a hard-hitting merchandising program add up to the biggest 
dollar profit and the most valuable rider franchise in the industry! 











The Line is BIG... Be 
K The Promotion is BIG... 
» The Profit is BIG... 


WHEN YOU HAVE A PORTER-CABLE FRANCHISE 


The big Porter-Cable Deluxe Rider line is an outstanding From the jumbo balloon tires and coil spring suspension 
example of leadership in design and engineering. Every to the famous Speedmatic transmission . . . Porter-Cable 
model features sleek automotive styling .. . husky power Riders are packed with performance features that sell on 
and performance .. . five forward speeds and reverse. sight. Rotary, reel, and battery-operated key-start models. 
Exclusive Select-A-Cut provides 8 cutting heights instantly! Your customer can choose the Rider that best fits his lawn. 


Melinda Cummings 
on the Porter-Cable 


Reel Mower 


Mark 1 


Suburban Tractor 


Designed and priced for the 
‘country gentleman, 
the new Porter-Cable 

Mark 1 looks and performs 
just like a big tractor 

And, it delivers more power 

than any other suburban 
tractor in its price class 
Extra profit, too, from the 
full line of attachments 

and agricultural implements 
which are available 


Patricia and 
Robert Cummings 
on the Porter-Cable 
Deluxe Power Unit 


Introducing the all-new Mark ‘24’ Rider with exclusive Porter-Cable 
features at a moderate price. Compare the smart styling, 

the extra long frame for comfort, the engineering and construction, 
the outstanding performance... and you will agree that the 
newest addition to the Porter-Cable line is head and shoulders 
above any other model in its price class. Low-cost attachments 
make Porter-Cable Suburban Riders useful the year ‘round... 
rollers, gang mowers, garden carts, seeders, aerators, 

lawn sweepers, snow plow-graders. 


Ride along with Bob Cummings and Porter-Cable to your biggest mower 
year ever! For full information write: 

PORTER-CABLE MACHINE COMPANY 
GASOLINE PRODUCTS DIVISION 

SO4Z4A MARCELLUS STREET -+- SYRACUSE 1, NEW YORK 





ESTINGHOUSE 


CS’ “PROMOTION OF THE YEAR” AW 


“What are the fastest-selling products in 
your store?’’ asks Food Topics. And coast- 
to-coast every month, votes pour in from 
5,000 retailers in the nation’s top marketing 
areas. Once a year, these votes are tallied, and 
the winners—America’s top-selling prod- 
ucts—receive the Food Topics’ ‘Promotion 
of the Year’’ award. 


THe tee 
fc? Se sete De 
YEAR AWARD 
ts ‘ ; oe y 
WESTINGHOUSE ELECT ¢ 
FOR tw TRaduc To 


EYE SAVING LG 


2 ter cemmsticoss pared 


whee resets Be HOO ¢ hyioss 


whvtowlers sugermarbern aench 
NHPenesdent prec 


recur This week, the votes are in—and it’s New 
Shape by a landslide! Once again New 
Shape Westinghouse amazes the trade. 
Introduced a full 3 months after this year’s 
voting began—it sweeps past all compet- 
itors, becomes the first light bulb ever to 
win the coveted Food Topics award! Re- 


Sr NGAOO?” 








EYE SAVING WHITE BULBS 


ARD! 


tailers report they’ve never seen such a 
resounding sales success, never witnessed 
such tremendous customer demand for 
any light bulb. 

Now— Westinghouse offers you a com- 
plete New Shape line—60, 75, 100, 150, 
and 3-Lite—the five sizes that account 
for 80% of all your sales. What’s more, 
no matter what brand you now carry, you 
can cash in on eztra profits with New 
Shape Westinghouse Eye Saving White 
Bulbs. THERE’S A SALES PLAN FOR 
YOU! Contact your local Authorized 
Westinghouse Lamp Agent— your nearest 
Westinghouse Lamp Division Sales Office 
—or Westinghouse Lamp Division, Bloom- 
field, N. J. Do it today! 


you CAN BE SURE...1F 17's Westinghouse 
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Tape it easy, Mac! | 





Gold Seal Tape 


sticks tight in any weather 


Show your tape customers why it’s 
easy to do a first-class insulating job 
with Gold Seal Friction Tape. Con- 
forming readily to uneven surfaces, 
it sticks tight in any temperature 
and under all weather conditions. 
And, one thickness insulates. Gold 
Seal will save money for them, 
make money for you. Jenkins Bros., 
Rubber Division, 100 Park Avenue, 
New York 17. 


GrlilSeal Tare. 


in 10-roll 
containers 
or single rolls. 


Each roll 
sealed in cellophane, 
stays fresh. 


cold seal WK RICTION 


RUBBER « PLASTIC Tapes 


Convention Calendar 





convention 


shows 


conferences 











Commercial and Specification Grades 
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January 


3-5 
11-13 
11-15 
17-19 
17-19 
17-20 
18-20 


20-21 


24 


26-27 


26-27 


26-28 
26-28 
30 to 


31 to 


1-2 
2-5 
5-7 





Convention Check List 





For complete details about the conventions and shows listed below, see the 


alphabetical listing starting on p. 102, Nov. 5 issue. The next 
complete listing will be in Dec. 3 issue. 


Ace Hardware Corp. Conven- 
tion & Exhibit, Chicago 
Minnesota Retail Hardware 
Assn., Minneapolis 

National 
Chicago 
Ilinois Retail 
Springfield 
Texas Hardware & 
Assn., Dallas 
Weed & Co., Blue Chip Dealer 
Merchandise Show, Buffalo, N. Y. 
Western Retail Implement & 
‘dardware Assn., Kansas City, 
Mo. 

Supplee-Biddle-Steltz Co., Lawn, 
Garden and Outdoor Living 
Show, Philadelphia 

Conron, Inc., Danville, Ill. & 
Davenport, lowa, combined 
dealer show 

Albany Hardware & Iron 
Dealer Show, Albany, N. Y. 
Hibbard, Spencer, Bartlett & 
Co. Merchandise Show & Con- 
vention, Evanston, Ill. 
Intermountain Assn. of Hard- 
ware & Implement Dealers, Salt 
Lake City 

North Coast Retai 
Assn., Portland, Ore. 
American Hardware Supply Co., 
Annual Merchandise Fair & 
Stockholders Meeting Pitts- 
burgh, Pa. 

United Hardware Distributing 
Co. Annual Convention & 
Spring Merchandise Show, Min- 
neapolis, Minn. 
Indiana Retail 
Indianapolis 
Van Camp Hardware & Iron 
Co. Spring & Summer Merchan- 
dise Show, Indianapolis 
Missouri Retail Hardware Assn., 
St. Louis 

Mountain States Hardware & 
Implement Assn., Denver 
Louisiana - Mississippi 


Exhibit 


Housewares 


Assn., 


Hardware 


Implement 


Co. 


Hardware 


Hardwore Assn., 


Retail 


Feb. 2 Hardware Assn., Baton Rouge, 


La. 


Wisco Hardware Co., Annual 


Feb. 2 Merchandising School & Sales 


Show in cooperation with Uni- 


versity of Wisconsin School of 


Commerce. 


February 


Wisconsin Retail 
Assn., Milwaukee 
lowa Retail Hardware Assn., 
Des Moines 

Home Improvement 


Show, Chicago 


Hardware 


Products 


6-8 
7-9 


7-9 


7-9 


7-10 Chio Hardware Assn., 
10 Connecticut 


9-11 C. Y. Schelly & Bro. 


14-15 Arkansas 


14-16 California 


Tennessee Retail Hardware 
Assn., Nashville 

Oklahoma Hardware & Imple- 
ment Assn., Oklahoma City 
Our Own Hardware Co. Con- 
vention & Merchandise Show, 
Minneapolis 

Virginia Retail Hardware Assn.., 
Virginia Beach 

Cleve- 
land 

Hardware Assn., 
Bridgeport 

Inc., An- 
nual Spring Preview & Mer- 
chandise Show, Allentown, Pa. 
Reta Hardware 
Assn., Little Rock 
Retail 
Assn., Western 
ware-Housewares 
Francisco 


Hardwara 
States Hard- 
Show, San 


14-16 Kentucky Retail Hardware Assn., 


14-16 Nebraska 
14-16 Tri-State 


15-17 Pennsylvania 


16-18 Michiaan 
20-22 New Enaland Hardware 
21-23 Alabama 


21-23 Pacific Northwest 


Louisville 

Retail 
Lincoln 
Hardware & Imple- 
Assn., Amaril! Tex. 
& Atlantic 
board Hardware Assn. 
burg, Pa. 


H ordware 
Assn.., 


ment 
Sea- 
Harris- 
Retail Hardware 
Assn., Grand Rapids 

Deal- 
Dechuan 
Retail 
Assn., Birmingham 


Assn.., 


ers” 


Hardware 


Hardwore & 
Implement Assn., Portland, Ore. 


21-23 West Coast Hardware & House- 


wares Show, Los Angeles 


21-23 West Virginia Hardware Assn., 


23-25 Hardware Assn. 


29 to New York State Retail! 
Mar. 2 wore Assn. 


March 


7-16 American Toy Fair, 


Parkesburg 

of the Caro- 
linas Hardware & Housewares 
Show, Charlotte, N. C. 

Hard- 


Syracuse 


New York 


22-24 South Dakota Retail Hardware 


April 


4-9 Nationa! 


May 


15-17 Pacific 


Assn., 


Huron 


Builders’ Hardware 
Assn. Management Conference, 
Princeton, N. J. 


Coast Conference of 
National Builders’ Hardware 
Association and the American 
Society of Architectural Con- 
sultants. Portland, Oregon 


For complete details about conventions and shows listed above see the Nov. 5 


issue of Hardware Age. 











3 


‘ : : 4 
5 Sy 2 : =e & 
Pe be “A ; 
s 2 as aed 
9 2 at : 

a oe * 4 
oe Se  & Se Bk <i ‘ : 
2 o. fe ee % BS ; 
‘ as P * ; 
es, ae . us H 
ts Soe £ ba ; + ; 
“ . : 
‘ ‘ , WRK 4 RE ‘ ; : i é om | 


PERCLIP out-performs all others — makes all others old-fashioned 


THIS IS A PERCLIP. . . . . THIS IS HOW EASY IT WORKS! 
1. | 2. 


Insert lower leg Slip base plate 
of the PERCLIP . of fixture thru 
then gently snap loops ‘til it locks 


top leg into hole. 


in position. 





MOUNTS FLUSH. PERCLIP works 
fine with the board right against 
the wall. No spacers, no firring 
ore needed 


WON'T FALL OUT. The fixture 
spreads the tension clip, exert 
ing a pressure that holds the 
PERCLIP firmly against the wall 








f 

i 

WI WON’‘T WOBBLE. 
spring tension holds the fixture 
fast to the board. 
stabilizers are needed 





PERCLIP’S 


No extra 


USES 100% OF BOARD SPACE. 
PERCLIP fits into any hole in 
the perforated board, even with 
firring behind it. 





PERCLIP is performing to a nationwide audience 


A big two page an- 
nouncement spread 
will be followed by a 


hard-hitting campaign. 


NEWSPAPERS 


Mat ads of various 
sizes are available 
with your store name 
and address. 


“DISPLAYS 


An attractive floor dis- 
play is available and 
all the direct mail lit- 
erature you can use. 


Want more facts? Circle 155, p. 63 


CUTS INVENTORY IN HALF. 
V¥g'' or V4"' board uses the same 
fixtures, buy one inexpensive 
PERCLIP for the size needed. 





ALLAN 
MANUFACTURING 
DIVISION 


® 
erclip 


325 Duffy Avenue 
Hicksville, N. Y. 


Sold coast-to-coast 
thru reliable wholesalers. 


&) Tr. Mk, Patents and/or pdg. Pats. USA 
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How’s the Hardware Business? 





Ames Co. defines relations with wholesalers 
in publishing policy on Ames Maid Products 


In a move to spell out in detail 
its relations with distributors, the 
O. Ames Co., Parkersburg, W. Va., 
has published a policy statement 
on distribution of Ames Maid 
Products. 

The policy is based on the com- 
pany’s belief that “there must be 
understanding and close coopera- 
tion between the manufacturer 
and distributor.” 

James Campbell, vice-president 
of sales and marketing, points out 
in regard to distributors that “We 
continue to feel this is the most 
economical and efficient method of 
getting Ames Maid Products to 
the consumer.” 

The published policy statement 
defines various types of distribu- 
tors as: 


“Wholesale distributor. A busi- 
ness organization which purchases 
products for resale at a profit. The 
distributor must carry stock and 
maintain a sales organization. The 
distributor shall be a full line 
wholesaler of hardware and kin- 
dred lines, who performs all of 
the essential functions of distri- 
bution from the manufacturer, 
primarily to the independent re- 
tailer, and who is independently 
owned, distributing the profits to 
stockholders or owners on the 
basis of the amount of their in- 
vestment and not on the basis of 
purchases, and whose shipments 
to retailers are preponderantly 
from stock. Such wholesaler shal] 


have so operated for at least three 
years.” 


“Hardware distributor. One who 
sells to retail outlets with the 
major portion of the business on 
general hardware and houseware 
items.” 


“Houseware distributor. An or- 
ganization that produces its major 
volume from various housewares 
items which are sold to retail 
outlets.” 
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“Specialty distributor. In this 
category will be those distributors 
who concentrate on a segment of 
the market. An example would be 
distributors of juvenile products 
or restaurant and bar equipment.” 


“Selective distribution. Distrib- 
utors of Ames Maid Products will 
be carefully selected and one or 
more may be established in any 
given trading area, depending 
upon the requirements and the 
nature of the trade or types of 
customers actively solicited. Any 
established distributor, in a given 
trade area, will be advised before 
Ames Maid Products are made 
available to another distributor 
who may be a direct competitor. 
We make no exclusive distribution 
arrangements.” 


“Non-stocking distributor. Ames 
Maid Products will not be made 
available to buying agents or bro- 
kers at wholesale discounts or 
sold direct to distributors who do 
not carry stock or who are not 
established as distributing outlets 
under the Ames Maid sales policy. 


“General comments. We reserve 
the right to quote and sell direct 
to all United States Government 
and state agencies. In the pre- 
mium field that cannot be served 
by our distributors, we reserve 
the right to solicit business. The 
same will also apply to the sup- 
plying of special label items.” 





Consumer Mailers 


New Wholesalers’ Aids 





for Dealers’ Use 


Supplee-Biddle-Steltz 

offers 1959 gift book 
“Suggested Gifts by Sally Ann” 
an attractive book of home gifts, 
has been released by Supplee-Bid- 
(Continued on page 104) 


Retail hardware sales 
up .9% in September 


Retail hardware store sales were 
$227 million in September, .9 per- 
cent higher than in September, 
1958. 

Total retail sales for the first 
nine months this year were $2 bil- 
lion, or $102 million ahead of the 
same period last year. That’s a 
gain of 5.4 percent for the period. 

Here are the Commerce Dept.’s 
unadjusted estimates of retail 
hardware store sales for the last 
three years: 

(Millions of dollars) 
1959 1958 
January $174 $172 
February 167 154 
March 193 178 
April 245 224 
May 263 257 
June 262 238 
July 240 227 
August 229 223 
September 227 225 


1957 
$183 


Nine-month 
total 2,000 1,898 


October ape 242 
November cas 225 
December TED 288 


Total $2,653 


Sept. sales up 9% for 
hardware wholesalers 


September sales for hardware 
wholesalers were $219 million, 9 
percent ahead of August, and 8 per- 
cent above September sales a year 
ago, reports the Commerce Dept. 

Sales for the first nine months 
of 1959 were $1,785 million, up 11 
percent from the same period last 
year. 

Inventories at the end of Sep- 
tember were 5 percent higher than 
at the end of September last year, 
but down 4 percent from August 
this year. 


Business failures rise 


Business failures for the week 
ended Oct. 29 were 273, or 23 more 
than recorded for the previous 
week but 26 less than the same 
week a year ago. Business failures 
to date in 1959 are 12,122, down 
1,003 from the same period last 
year. 





Here’s more news about the 


NEW POLYETHYLENE... 


housewares made of another great new 
BAKELITE Polyethylene Copolymer 


WON’T ATTRACT DUST! 


YOU CAN PROVE IT TO YOURSELF ...EASILY! 


Resists Dust: A very simple test shows how ef- 
tectively this brand new polvethylene copolymer 
resists dust. A sample is rubbed with wool and 
placed near a full ashtray. With ordinary poly- 
ethv le ne this would create static electricity and 
result in dust pick-up. The new polyethylene, how- 
ever, does not attract the particles. This means that 


vour store stock will stay more sales appealing. 


Remember The Other Advantages: This new 
polyethylene also resists “detergent failure.” Or- 


Your housewares supplier can provide you with many houseware items made of 
this New Polyethylene. Cal! him now. Insist on it! 


dinary material suspended in a detergent solution 
becomes brittle and cracks; the new polyethylene 
copolymer lasts six times longer! 
To Top it Off ... this new polvethvlene resists 
freeze damage. It maintains its toughness and flex- 
ibility at below freezing temperatures. 

76 7K ie 


For further information write Dept. KG-32G, Union Carbide 
Plastics Company, Division of Union Carbide Corporation, 
30 East 42nd Street, New York 17, N. Y. In Canada 
Carbide Chemicals Company, Division of Union Carbide 
Canada Limited, Toronto 7. 


Si Site}. 
CARBIDE 


BAKELITE and Union Carsipe are registered trademarks of UCC. 


Want more facts? Circle 156, p. 63 
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New Wholesalers’ Aids 

(Continued ) 
dle-Steltz Co., Philadelphia whole- 
saler. 

The 36-page, four-color-cover 
gift book features a gift suggestion 
page for women with items priced 
from 89¢ up to $8.95, and a special 


page of gift suggestions for men 





By Sally Ann 





with items priced from $1.98 to 
$19.50. 

Supplee - Biddle - Steltz’ private 
brand, Dainty Maid merchandise, 
is shown on pages two and three 
of the gift book. 


Oklahoma Hdwe. issues 
Christmas broadside 


Oklahoma Hardware Co., Okla- 
homa City wholesaler, is making 
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RAROBARE & APPLUIARELS 


Why have so many building supply and hardware dealers tagged Griffin : Spe 

as “A Good Line to Handle?” available to 80 selected dealers a 
Because Griffin makes a product builders and architects respect; be- | “Holiday Values” broadside. 
cause Griffin offers a complete line of hinges, straps, “‘t’”’-hinges, brackets More than 50 holiday specials 


and braces; because Griffin prices its product to offer the distributor a | and four coupon specials are fea- 
good profit margin; because Griffin service is exceptionally quick and | tured in the two-color broadside. 
dependable. Write today for complete information and the name of The entire promotion piece was 
your nearest distributor. Griffin Manufacturing Company,1515 Cherry | done by Oklahoma in its own 
Street, Dept. 20, Erie, Pennsylvania. GRIFFIN HINGES plant. 

Want more facts? Circle 157, p. 63 
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Masback offers 24-page 
Christmas gift catalog 

A 24-page rotogravure Christ- 
mas catalog, a self-mailer, is being 
offered by Masback Hardware Co., 
New York City wholesaler. 

Gifts for the home and entire 
family are featured, many of them 
specials. 

A merchandising kit containing 
window streamers, price cards and 
price tags is also available, as are 
newspaper mats of the featured 
items. 


Frankfurth circulates 
300,000 gift mailers 

Frankfurth Hardware Co., Mil- 
waukee wholesaler, is issuing its 
Christmas gift consumer mailer. 

About 83 items, predominantly 
of a gift nature, are featured. Spe- 
cials on electrical appliances, tools, 
tree trimming items and some 
wheel toys are also featured. 

About 300,000 copies of the 
eight page, four color circular are 
being distributed in the Wisconsin 
area. 


E. Rabinowe & Co. issues 
carload sale circular 

E. Rabinowe & Co., wholesaler at 
Yonkers, N. Y., and Middletown, 
Conn., is supplying its dealers with 
material to hold a “Great Carload 
Sale.” 

The circular issued with the pro- 

(Continued on page 108) 


STORE NAME 


gue Weide He 


OLDING TABLE 


AVES YOU MONEY! 









Actual Size 


FAST-MARK 
PEN 











sRPO RATION 


:ADE i™ - 
j , =. 


a 


Writes...Marks... 
Draws on Anything ! 


Saran, cellophane, foil, glass, metal, plastic, paper, wood .. . 
they’re all the same to Garvey’s Fast-Mark Pen. Marks easily, 
clearly ... dries instantly on any surface. Highest quality felt 
tip won’t wobble... applies ink smoothly, evenly. 

Fast-Mark Pens are leakproof. All-metal, no glass parts to 
break. No refill cartridges to fool with. Light, easy to grip like 
a pen. Cap for pen tip snaps on retainer in base of king size, 
prevents loss. 

Hundreds of uses: Mark prices, letter signs, label merchan- 
dise, address cartons, key inventory, draw posters, identify stock 
room items, many other uses. 

















2 SIZES 8 VIVID COLORS 
regular 59c king 79c black ...red...blue... green... 
yellow ... brown... orange... violet 


CORPORATION 


9804 Page Bivd. «+ St. Lovis 32, Mo. 





Eastern Sales Office Regional Sales Office: Pacific Coast Sales Office Southwest Soles Office 
44 WARREN STREET 4661 CLEVELAND AVE. 5464 ALHAMBRA AVE. 7715 SOVEREIGN ROW 
NEW YORK 7, N.Y. COLUMBUS 24, OHIO LOS ANGELES 32, CALIF. DALLAS 35, TEXAS 


Garvey Corporation, Dept. 
9804 Page Bivd. 


Minimum order: one dozen 
Regular size 59c each 


St. Lovis 32, Mo. King size 79¢ each 
Order | enclose check or money-order for $ 
Garvey Quontity Color Size 
Fast-Mark 


Nome 


- 
| 
| 
7 Please send the following FAST-MARK PENS: 
| 
| 
Penstoday! | 
| Address 
| 
i 


| ee Zone State 


Want more facts? Circle 158, p. 63 
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Remember, 
Mr. Buyer, 
It's an easy climb 
to more sales and 
bigger profits with 


MELMAC 


quality melamine 
dinnerware 





Want more facts? Circle 159, p. 63 


106 © HARDWARE AGE, November 19, 1959 











WHAT IS MELMAC? 

\Meelmac is the registered trademark of 
\merican Cyanamid Company for 
quality melamine dinnerware made to 
meet quality standards and. specifica- 
tions. Melmiae quality dinnerware 1s 
made by various manutacturers and ts 
sold under their own brand names. 


CAN ANY MANUFACTURER 
CALL. HIS DINNERWARE 
“MELMAC QUALITY”? 

No. Only those manutacturers who 
agree to uphold the high standards of 
durability, finish and performance may 
say their brands ol 
“Melmac Quality.” 


WHAT STANDARD MUST A 
MANUFACTURER MEET TO 
LABEL HIS DINNERWARE 
“MELMAC QUALITY”? 

lo describe his dinnerware as “Melmac 
Quality” dinnerware, a manufacturer 
must conform to certain quality stand 
ards: for the way in which he molds his 
dinnerware; for the thickness and 
weight of his dinnerware; for its break- 
resistance: for its decoration; for ‘its 
finish — free from imperfection, not al- 
tered by lacquer, polish or other coating 
that might hide flaws. Imperfect dinner- 
ware, or “seconds,” may not be sold 
as Melmac quality. 


dinnerware are 


These quality standards have been €i- 
dorsed by the melamine dinnerware 
committee of The Society of the Plastics 
Industry, are used by the United States 
Bureau of Standards, and are backed 
hy inde pendent laboratory tests. More 
than 3719 preces of break-resistant 
dinnerware have been submitted for 
testing by manufacturers destring to 
identify their dinnerware as Melmae 
quality. 


WHAT DOES THIS MEAN TO 
YOU, MR. BUYER? 

It means that when you buy a manu- 
facturer’s product which bears his 
brand name and the Melmac_ trade- 
mark, you have an absolute guarantee 
of customer satisfaction, repeat sales. 
You can avoid returns, complaints and 
loss of patronage. 


BUT...MELMAC MEANS EVEN 
MORE TO YOU, MR. BUYER, 
BECAUSE IT MEANS SO MUCH 
TO YOUR CUSTOMERS! 

* 76% of the housewives in this coun- 
try know the Melmac trademark. 


* 12' million homes today have 
Melmac; of these, 8.3% have purchased 
a second or third set... not replace- 
ments...a third of these owners have 
added to their original set... 45.0% 
plan to buy more Melmac in the near 
future. 


* 20.7% of the owners of Melmac 
have given Melmac as a gilt; 16% plan 
to give Melmac as a gift. 


* 2 587.500 non-owners plan to buy 
NMielmac now. 


* 6.112.500 non-owners plan to buy 
\Nlelmac in the near future. 


THOSE ARE THE FIGURES AND 
HERE ARE THE HARD-SELLING 
FACTS THEY SHOW: 

1. When you advertise and sell brands 
olf Melmac, your customers immedt- 
ately recognize the quality of the 
product. 


9 “There is a tremendous repeat sale 


for Melmac. 
5 Lhere ts 
NMielmac. 


a great gilt market for 
1. There is an untapped market for 
Melmac that will be going to some 
buyers department, Nake it yours. 


\nd eonsistent Melmac advertising, 
publicity and sales promotion remind 
your customers constantly of the 
beauty, durability, practicality of 
Melmac quality dinnerware .. . urging 
them on to make a buving decision 


soon. 


AND SO, MR. BUYER, MELMAC ts 
a3s-CORNERED PARTNERSHIP 
between YOU and your own fine 
merchandising organization, the MAN- 
UFACTURERS who make their own 
fine lines of Melmac Quality Melamine 
Dinnerware,and the Melmac mark and 
standard of quality. 


ADAMS HOUSE 

Adams House 

$700 Milwaukee Ave., Chicago 41, Ilinots 
APOLLO WARE 

Metro Molding Corporation 

$949 Ridge Road, Cleveland 9, Ohio 
BRANCHELL 

Lenox Plastics, Ine. 

1417 Oleatha Avenue, St. Louis, Missouri 
BROOKPARK 

International Molded Plastics, Inc. 

1387 West 35th Street, Cleveland, Ohio 


Want more facts? Circle 159, p. 63 


CALIFORNIAWARE 

California Molded Products, Inc. 

P.O. Box O12 

Santa Paula, California 

CARLETON PRODUCIS 

Carleton Products 

Rockefeller Plaza, New York 20, N. \. 
HOLIDAY 

Kenro Corporation 

Fredonia, Wisconsin 

LIkhk TIMEWARE 

Watertown Manufacturing Company 
Watertown, Connecticut 

LUCENI 

Lucent ¢ orporation 

1225 Broadway, New York, New York 
ONEIDA 

Oneida Ltd. 

Oneida, New York 

PROLON: 

Prolon Plastics Division 

Prophylac tic Brush ¢ ompany 

Florence, Massachusetts 

ROYALON 

Royal China Ine. 

Merchandise Mart, Chicago 54, Illinois 
RUSSEL WRIGHI 

Northern Industrial Chemical Co., Ine 

7 Elkins St., So. Boston 27, Massachusetts 
STE TSON 

Stetson China Company 

Merchandise Mart, Chicago, Illinois 
IFN ASWARE 

Plastics Manufacturing Company 
2700 8S. Westmoreland, Dallas 35, 
WESLINGHOL SI 

Bryant Division 

Westinghouse Electric Cor poration 
Bridgeport, Connecticut 


MELMAC QUALITY MELAMINE 
DINNERWARE, MR. BUYER, 
SPELLS SUCCESS ... MELMAC WAS 
PIRSE...48 FIRST TODAY... 
MELMAC HAS 14 YEARS AND 
MILLIONS OF DOLLARS BEHIND 
$3 6. eo MBM 6 cis IND ONL) 
MELMAC... GIVES YOU SUCH 
AN OPPORTUNITY TO PROFIT 
FROM ITS REPUTATION ... NO 
OTHER BREAK-RESISTANT 
DINNERWARE COMES CLOSE IN 
INSTANT CUSTOMER APPEAL. 
BUT, then, we suspect you remember 
and know all this anyway. We just 
thought you might like to have your 
memory refreshed. 


lexus 





— CYANAMID _ 





* DANIEL STARCH SURVEY 1958. 
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Another new and exclusive 
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No. 330 
for Beaver 
and Otter 








A new model, the No. 330 Victor Conibear trap for 
beaver, otter, and other animals of similar size is 
now available. This humane, body-gripping trap is 
ideally adapted for water sets. It has large, 10’’ x 10’ 
jaws and double spring for fast, powerful killing 
action. Equipped with safe-setting device and 19” 
chain with ring. 

The Victor Conibear trap has proved to be every- 


Also available: 


No. 110 Victor Coni- 
bear for muskrat, 
mink, skunk, weasel, 
barn rat, wharf rat, 


squirrel, civet cat, thing it was said to be. Trappers demand it because 
and similar size it eliminates wring-off of valuable fur-bearers. Only 
stain you, as a Victor Dealer, can offer it! So don’t wait 








. order the new No. 330 Victor Conibear trap from 
your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. ¢ Pascagoula, Miss. ¢ Niagara Falls, Ontario 
Want more facts? Circle 160, p. 63 

























A clecr spray coating 
that won't turn amber 
—yet will protect for 
years? 


X-1-M 
Crystal Spray 
Clear Coat... 
of course! 















KAY 


CRYSTAL SPRAY is a truly water clear pro- 
tective coating that will not amber with time. 
It is not a lacquer and can be used for pro- 
tecting aluminum, plastic, brass, wood, chrome 
and many other uses. It has shown exceptional 
weather-resisting qualities over the years and does not become 
scabby. Can be easily removed “al recoated after long periods 
of weathering. An ideal clear protector for all around home, in- 
dustrial, automotive, marine, etc., use. 


Write for further details and attractive Dealer Proposition. 


ANOTHER X-I-M PRODUCT 


 Weees ) aes? Sal 
R THE HOME G tA 


ee ee oO 
CLEVELAND 14, 


AVE. 
OHIO 


H. FORSBERG COMPANY 





Want more facts? Circle 161, p. 63 
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New Wholesalers’ Aids 





(Continued ) 


gram features as a traffic builder, 
a free ballpoint pen. 

At a participating dealer meet- 
ing, Manny Rabinowe, sales man- 
ager, showed the dealers how to 
make effective use of the advertis- 
ing kit and store display picture 
given to each dealer attending. 

About 150 dealers from New 
York, New Jersey, Connecticut and 
Massachusetts attended the meet- 
ing. 


Meyer offers Western 
dealers three mailers 


Mever Merchandising Service, 
Inc., Chicago, has completed prepa- 
rations for three dealer mailers for 


gutdoor ith ate 








1960. These mailers, featuring 
wholesaler-selected items, will be 
available through five western and 
northwestern wholesalers. 

These wholesalers are using the 
promotions: Dunham, Carrigan & 
Hayden Co., San Francisco; Har- 
per & Reynolds Corp., Los Angeles; 
Idaho Hardware & Plumbing Co., 
Boise, Idaho: Geo. A. Lowe Co., 
Ogden, Utah; and Seattle (Wash. ) 
Hardware Co. 

The promotions are: a garden 
book, Outdoor Livin’; a February 
broadside, Dollar Stretcher; and a 
June broadside, Shower of Bar- 
gains. 


Oklahoma Hdwe. offers 
lumber yard broadside 


Oklahoma Hardware Co., Okla- 
homa City wholesaler, is making 
available to lumber yard dealers a 
13 x 19 in. color broadside. 

This special promotion piece was 
brought out at the request of lum- 
ber yard dealers who wanted items 
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featured that are generally sold in 
hardware departments of lumber 
yards. 

Thirty-five popular lines and 
three coupon specials are featured. 
All have a competitive mark-up to 
draw customer traffic. 

Only staple lines normally 
stocked by lumber dealers are fea- 
tured. 

A 122 piece window and interior 
trim display kit is also available. 
It contains banners and streamers 
in gay Day-Glo colors. 

This lumber yard dealers’ broad- 
side which can be either mailed or 
hand delivered, will be issued in 
Spring, Summer and Fall editions. 

The broadside will be available to 
one lumber yard dealer in a town. 
In larger cities where dealer mar- 
ket areas do not overlap, the broad- 
side will be available to several 
lumber vards. 


R. K. B. dealers have 
monthly promotion kit 

A monthly advertising kit is now 
being made available to all dealers 
serviced by Rose, Kimball & Bax- 
ter, Inc., Elmira, N. Y., wholesaler. 

The kit contains mats, glossies, 
an assortment of window stream- 
ers and point-of-purchase cards, 
and other promotion aids. It is 
designed to be extremely flexible in 
use. 

The kit will alternate with con- 
sumer circulars’ offered several 
times a year by R,K&B. Thus, a 
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do it yourself... 


The Campbell Chain 
“PACKAGE” offers 


better products, 


wont * CAAPOELI CHain 


better service...and 


do if yourself... 


tela Li Chatw 


Teme 


Self-Service 
Display 
Merchandisers 
Help You Wrap Up 
MORE Sales! 








A. Attractive Reel Display Units 


These convenient stands invite self- 
service with their many new features: 


Load from front 

New chain cutter attached 
Handy chain-end holders 
Tilted to provide better display 
Interchangeable welded and 
weldless reels 


Stands and cutter, for light chain, are 
supplied free with the purchase of 
various assortments. 


B. “Blue Temper” Merchandiser 


Versatile two-way display that’s per- 
fect for counter or aisle! Here is a 
complete welded chain department in 
just one square foot of space! Ideal start- 
ing stock—just the popular sizes and 
lengths: *%%” and 4” chain in 10’, 15’ 
and 20’ lengths; and °%”" chain in 10’ 
and 20’ lengths. 


Cc. Footage Pack “Cam Pails”’ 


All-steel, water-resistant pails—all 
clearly marked for identification of 
contents. Easy to stock and display. 
Proof Coil and BBB available as 
follows: *%@”"-250’; %”-150'; %%@”"-100'; 
36"-75’. 


Get complete information from your 
Campbell wholesaler or write direct 





CAMPBELL CHAIN Company 


FACTORIES: York, Pa.; West Burlington, lowa; Alvarado, Calif. 
WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 








SALES BUILDERS 
from NATIONAL... 





NATIONAL VINYL-INSERT 
THRESHOLDS 


Provide air-tight fit and combine good 
looks, easy installation, efficiency, low 
price. Heavy-duty vinyl! strip is easily in- 
serted after threshold has been fastened 
down. No exposed screws, no hook strips. 
Comes in 3 widths (1%", 342", 4”°)— 
any length. 





TWO-IN-ONE DOORSTOP 
WEATHERSTRIP COMBINATION 


Heavy gauge rolled aluminum moulding 
has vinyl insert which weatherstrips doors 
or windows and assures noiseless closing. 
Aluminum is surface treated to prevent 
oxidation and to provide bond for paint. 
Available in 7’ lengths with screws—in- 
stallation holes punched. 





““CASE-TITE” SNAP-ON 
WEATHERSTRIP 


Designed for metal casements and made 
of special spring alloy aluminum. It's in- 
expensive and simple to apply—no nails, 
screws or special tools required. Snaps 
on sash frame and is held firmly by its 
own tension. In bulk (6° lengths), or in cut 
sets for 2, 3, 4 light vents. 


ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 


Al 


NATIONAL METAL 
PRODUCTS COMPANY 





National Metal Products Co. 
2 Gateway Center, Pittsburgh 22, Pa. 
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dealer may run alternate monthly 
promotions, using the kit one 
month and the circulars in another 
month. 

The kit will be available to deal- 
ers at $3 per month, according to 
C. Swarthout, R,K&B advertising 
manager. 


Supplee-Biddle-Steltz 
issues trade catalog 


Supplee-Biddle-Steltz Co., Phila- 
delphia wholesaler, is now offering 
to dealers its 1960 trade catalog. 

The catalog contains more than 
30,000 hardware, houseware, gar- 
den, tool and sporting items. New 
sections have been added on vari- 
ety and hobbycraft items. 

Large illustrations and descrip- 


tive copy are featured in the cata- 


log which will be sold to dealers 
at $12. 

Three price books will be issued 
during the year to inform dealers 
of changes. 

“Super-Special-Mailings” will ac- 
company each subscription to the 
catalog, which will offer special 
prices on special merchandise. 








Promotions 


Manufacturers’ New 
Merchandising Plans 








Hamilton Beach fall 
merchandising schedule 
Local advertising is a feature of 
the Hamilton Beach Div., Scovill 
Mfg. Co., Racine, Wis., fall mer- 


| chandising schedule. Merchandising 


is planned in terms of what indi- 
vidual markets dictate. 

The schedule calls for continuous 
ads in 104 key markets in Parade 
and This Week Sunday _ supple- 
ments, plus a series of TV com- 
mercials. Local advertising will 
be backed by national advertising 
in Better Homes & Gardens, Good 
Housekeeping, Saturday Evening 
Post, McCall’s, Modern Bride, 
Bride’s Magazine and Bride & 
Home. 





STARRING today in the 


nations most interesting 
homes! Your most profitable 
cabinet hardware line! 


STAR'S * 


FAST SELLING 


Americana 








Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper, 
Nickel or Prime Coat. 


SWEPT-WING 
HINGE 
2519 
Flush Type 
27516 
Semi-Concealed 
Type in %", '/2"', 

. %' 
2518 
Offset Type in %"' 


DRAWER SLIDES 
2652 
All-steel 
sturdy drawer 
slide. mounted 
under drawer 
in center with 
only four nails 


V-PULLS (with concave center) 
595 

3'' Centers 

(not avail- 

able in nickel) 


100) SEMI- 


r CONCEALED 
HINGE 

7416 

For overlaid 
doors up to % 
of an inch thick 








ALWAY MAGNET 
CATCH 

232 

Only catch in its 
price class that can 
be used on lipped, 


flush or overlay 
doors (Aluminum 
only) 
















Ask for complete 
catalog & price 
list TODAY. At- 
tractive finished 
Birch Plaque 
11/2" 15/2"'x!/2"' 
to display 
mounted sam- 
ples available 
upon request. 


STAR METAL P 


380 Butler street, Bro 


RODUCTS ©°- 
oklyn V7) gai 


Sold through wholesalers only 
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| : te A BRAND NEW : | / 
: RATCHET DESIGN SO New 500 in Ya" | 
an 9 | ABSOLUTELY SUPERIOR NO Weiveikag 23 
ae ONE WHO KNOWS TOOLS WILL = 
ee BE SATISFIED UNTIL HE OWNS IT ! 













naan 





“ 


: 


Made With Unprecedentedly Fine Precision 4 
i THE 400 


. . Works In Tight Places Other Ratchets Cannot 


Rp nt 
r 


r 








ae The new 500 Ratchet by Wright is a greatly advanced tool J | 
» | design... establishes a new standard of excellence in socket | 
a wrenches and creates new sales potential. Ic is made with un- | | 
| | precedentedly fine precision, and, because there is only a 4” handle ra 
q j swing at the grip, it performs in many tight places where other ratchets | 
=m mayor cannot be operated. This performance — and its unparalleled rugged- i 
Pea euiaald | tl ness — were proved in torturous, year-long Jaboratory and field tests. pe nding Ae i 
of the 500. Ask your Double safety pawls, which produce 82-tooth action with 41 teeth, virtually non-slip, oil-proof 


Wright representative 


rubber grip for 
‘ for information. 


harder pull with 
greater comfort. 


eliminate the possibility of rapped knuckles because they assure that the 

ratchet will work and reverse even with one pawl or as many as ten teeth 
removed. The light ratcheting force turns loose nuts without reversing them. 
Cleaning is seldom necessary because of two lock ring seals, and a sealed inner 
unit makes even infrequent cleaning fast and simple. Replacement of inner unit is | 
equally simple and foolproof. 





The Wright 500 is the finest ratchet that can be built... or bought. Examination will 
convince any buyer 


The 500 Ratchet is an example of finest wrenches and sockets manufactured by Wright. 

Wrighc loose tools and sets are designed and priced to meet the cool needs of everyone. | 
Wright has been manufacturing fine tools for 32 years...has no equal in quality. Allusers 
agree the finest wrench on any bench is a Wright. 





a a ey eT a a a a ae ee ee ee eee ee 
| Wright Tool & Forge Co. Barberton, Ohio 
» Gentlemen: 


[] Send me details on your new Series 500 Rafchet 
and the complete line of all socket wrenches you 
manufacture. 


{ 


[) Have your representative call on me with a 
sample 500 Ratchet for my personal inspection. 
Eye-catching, fast- Nome ——____. fitle_ 
selling Wright sets sell 
themselves with this 
space-saving display. 


Place of Business 
Address 


City —_ —— 














Construction in Sept. 
up 7% over last year 


New construction for September 
totaled $5.1 billion, according to 
estimates by the Department of 
Commerce. 

The total figure for September 
1959 was 7 percent over September 
1958. 

Total construction activity for 
the first nine months of 1959 was 
$41.0 billion, that’s 15 percent 


ahead of the same period last year. 

Private construction for the first 
nine months of 1959 was $28.5 bil- 
lion, up 16 percent over the same 
period in 1958. 

Public construction for the first 
nine months of 1959 was $12.5 bil- 
lion, a 13 percent increase over the 
same period in 1958. 

Anticipation of steel shortages 
curtailed some construction proj- 
ects, reports the Commerce Depart- 
ment. 





FOR A BANNER YEAR IN SALES! 









Promote 
the Favorite! 


CHAPIN 


ALL-PURPOSE 
SPRAYERS 
with Chapin’s famous 
2 stage safety lock 


Send for 
CHAPIN'S 
NEW 1960 
CATALOG 
write 


Dept. HA-1 


OPEN-HEAD 
and 
FUNNEL-TOP 
MODELS 
1%,z—2—2\, 
4 and 7', 
GALLON ie 
CAPACITIES — 


OO meee 





Quality Sprayers and Dusters since 1887 








MANUFACTURING WORKS, INC. 


BATAVIA, N. Y. 
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Great Lakes Tractor 
employs “Safety-Torq™ 

A design known as “Safety- 
Torq” is under patent application 
by the Great Lakes Tractor Co., 
Cleveland, for use in the company’s 
Premium line of power lawn mow- 
ers. 

The safety feature controlls ma- 
terial stress and torque loading in 
the mower blade and blade assem- 
bly. This is done in such a way 
that no damage can occur to the 
mower or engine, even through 
misuse, according to the manufac- 
turer. 

Excessive shocks from blade im- 
pact are absorbed by the Safety 
Torg assembly before reaching the 
engine shaft. 


Westclox watches to bear 
Good Housekeeping Seal 


All Westclox wrist watches now 
carry the Good Housekeeping Mag- 
azine’s Guaranty Seal. 

The seal will appear on all retail 
displays and merchandising mate- 
rials used to promote Westclox 
wrist watches. 


Manufacturers expand, 
move to new facilities 


Pecora, Inc. has opened a new 
two-level manufacturing and ware- 
housing plant in Garland, Texas. 

Hamilton-Skotch Corp. has opened 
opened a new 40,000 sq ft ware- 
house in Hamilton, Ohio. 

Desmond Bros., manufacturer of 
Deft Wood Finish, has moved to 
newly constructed facilities in Tor- 
ance, Calif. 

Burgess Vibrocrafters, Inc., has 
moved into its new $500,000 plant 
and office building in Grayslake, 
Ill. 

Colorite Plastics of New Jersey, 
Inc., is investing $500,000 in pro- 
duction and research facilities, cov- 
ering buildings and machinery in 
the first phase of a long range ex- 
pansion program. Colorite just 
completed a 15,000 sq ft addition 
to its Paterson, N. J., factory. 

Wood Shovel & Tool Co. has 
opened a new 65,000 sq ft ware- 
house and shipping department at 
the main plant in Piqua, Ohio. The 
investment increases Wood’s ware- 
house space 300 percent. 





SELL 
) a. 


THE BRAND THAT 


SELLS 


YALE OFFERS... 


@® Most famous name in Locks and Hardware @ Your choice of the broadest line 
@ Latest styling — setting the pace nationwide @ Price ranges to suit every budget 


CARRIED THROUGHOUT THE COUNTRY BY ALL THE IMPORTANT WHOLESALERS 


YALE & TOWNE 


YALE —REG. U.S. PAT. OFF, 
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JEFFERSON 


is your 


ONE-STOP SOURCE 


for 


SCREWS, NUTS 


AND BOLTS 
for Every Industry! 


STEEL © BRASS 
COPPER © NAVAL BRONZE 
SILICON BRONZE 
STAINLESS STEEL 
MONEL @ ALUMINUM 





Industry's Easiest-to- 

Use Catalog places all 
your Fastening needs at 
your fingertips! Large, 
clear listings, helpful 
illustrations. Use your 
Jefferson catalog today ; 
and every day. Additional 
copies free on request. 


®@ Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 
after it arrives .. . for some-day 
shipment of most orders. You can't 
beat Jefferson service — anywhere! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N.Y. 


$Pring 7-8400 
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Black & Decker offers 
special chest of tools 


The Black & Decker Manufactur- 
ing Co., Towson, Md., is celebrat- 
ing its 50th anniversary with a 
Power Tool Chest containing a cus- 
tom selected collection of fine tools 
and accessories for the discriminat- 
ing home workshop craftsman. 


The chest of solid mahogany 
with brass fittings is hand-assem- 
bled and hand-rubbed. The chest 
contains what the company terms a 
custom selection of “the finest tools 
and accessories the company has 
ever produced.” 


Black & Decker's Golden Anniver- 
sary Masterpiece for the discrimi- 
nating home workshop craftsman. 


Skil Corp. is allowed 
patent on Perma-Grit 


Skil Corp., Chicago, has been 
granted patent No. 2,906,612 on its 
line of Perma-Grit abrasive prod- 
ucts, according to John F. Spauld- 
ing, president of the company. 


Perma Grit products were intro- 
duced early in 1957, Mr. Spaulding 
said. ‘We have been hampered in 
marketing efforts by numerous imi- 
tators of individual items in the 
line.” 


Remington chain saws 
wallet guarantee cards 


Remington Arms Co., Inc., 
sridgeport, Conn., has introduced a 
wallet size guarantee card for Rem- 
ington chain saws. The card is a 
one year guarantee for the firm’s 
gasoline, air and electric powered 
line. 

The card may be obtained by 
sending a postcard which is packed 
with every chain saw. 


DELUXE 
JUMBO PLASTIC 
CLOTHES LINE 


Priced for fast, profitable sales 
at $1.29 to $1.49. Verified $1.98 
retail value, 100-foot, heavy-duty 
stee! core clothes line. Guaran- 
teed two years against 
stretchi and sagging. Dries 
fast. clean, resists mil- 
dew, colorfast. Packed in sales- 
stimulating vinyl display bag. 
Write, wire, phone NOW for 
catalog sheets, prices, samples. 


o 
drop-lite 
ELECTRIC MFG. CORP 
119 Avenue D, New York 9 © CAnal 8-3370 
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every home and 
factory is a prospect for... 


TRI-CON 
HOSE NOZZLES 


N o 


(ME bey ! 
NM fs 
OR 47 Ey 


Pasy 
tes “OOK 
aang, Serger SOB C/ 





Over 30,000,000 residential and 

industrial woter users will find 
\ this easy-to-operate trigger n 

\the best for any job! 


MAKE MORE PROFITS WITH THE FAMOUS 
TRI-CON HOSE NOZZLE IN THE 


new bubble package 


SOLD BY LEADING WHOLESALERS 
Write now for catalog sheet and price list! 


MOLDED SPECIALTIES, INC. 


& 19801 St. Clair * Cleveland 19, Ohio = 
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Priced right! 
Performance right! 
The Air King pneumatic door check 
is a real beauty to look at with a sleek 
polished aluminum casing and polished rod — 


and it operates as smoothly as it looks. Guaranteed for 5 years. 


Contact your jobber — or write for 
complete information. 


-Manutfactur ed by 


JOSEPH HALL C0. 


2121 W. CLEARFIELD STREET 
PHILA. 32, PA 


SEND FOR NEW CATALOG 
AND PRICE LIST 
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NEW 
SELLING 
IDEAS 


Start a profitable Rental Business. 12 p. reprint 
tells what to rent, how to set charges, customer 
agreements, bookkeeping forms, and other in- 
Send 25¢ to Reader Service Dept. 


for your copy. 


HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39, Pa. 


formation. 


the BIG name 
in Gun Cleaning 





CLEANING OUT 


Sell on Sig it! — 


Display Them sh Your Counter 


Everything a man (or woman) needs to keep his guns in 
prime condition . . . famous Hoppe's No. 9 Solvent, oil, 
patches, wipers, nylon bristle brush, cleaning rod, 
instructions! All in a beautiful redwood chest (Deluxe 
$3.75 retail) . of in a sturdy green-enameled steel 
tote box (Utility: $3.00 retail). Fast movers the year 
round ... “naturals” for gifts! Display 

them and watch them go! 


FRANK A. HOPPE, INC. 


2314-A N. 8th St. 
Phila. 33, Pa. 


“UTILITY” 


ASK YOUR 
JOBBER 


FOR HOPPE’S | 
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YOU —ar ALWAYS erat 


EPOXY — 


when your customers want 
to permanently repair: 


e PORCELAIN e GLASS 

e CERAMICS e PLASTICS 

e FIBERGLAS «WOOD 

Sooneaty Wt, boned, @ $1.06 ALUMINUM e MARBLE 
it, . ‘ 

Order rom your distributor ¢ IRON/STEEL * MASONRY 


or write: 
Fix 'N Patch is the strongest adhesive 
SPECIALTY PLASTICS CO. ou can sell. It is off-white in color; 
4010 Glengyle Ave.—Dept. E re, oil, gasoline and water-proof; 
Baltimore 15, Maryland can be painted, sanded, filed. 


2 SIZES AVAILABLE: 
Jr. kit, carded, @ 98¢ list: 
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EYE APPEAL: 


NO. 480 SERIES 


CARDED COIL WIRE 


The finest carded line 
on the market, especially 
suitable for peg board or 
self service displays. 


ECONOMY & UTILITY 
COILS 


a 
o> Purpose E WIRE 


Soft copper 
Soft galvanized 


° 
WIRE MIRROR CORD 


Pat. Pending 


+ 
PICTURE WIRE 
» 
ALUMINUM WIRE 
» 

STOVE PIPE WIRE 


Catalog on our complete 
Wire Line is yours for the 
asking. 


QNCHOR 
WIRE CORPORATION 


U 
“Cerra” Berane. °° Ve ery 
JAMAICA 23, LONG ISLAND, NEW YORK 
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e FIRST QUALITY 
e STRONG 
@ FLEXIBLE 


| 
| \ 9 DURABLE y , 





EASY-T0-SELL 
PROFITS 
GRIES 


Sz WINGED 
SHOULDER HOOKS 


Self-screw one-piece hook 
for draperies and cur- 
tains in nickel or brass 
finish. Integral wings for 
—*> hand installation. 5 
(A" to i"). 

Packed 100 to a box. 


CUP HOOKS 


One-Piece Durable 
6b sizes ('"° to 4") In Nickel and 
Bross, each 
packed 100 to 
a box, %"' size 
carded in 7 
popular colors 
_ cae and 


{ee UTILITY HOOKS 


Handy self-screw all purpose hook in 
bright 7—— finishes. 
n boxes of 50. 


GRIES 
E-Z 


2-to-a-card or 





‘3° COAT HOOKS 


Lacquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish In boxes of 25 with 
2 flat head steel screws 
per hook. 


_GRIES 


“WING ® CAP NUTS 


Bright nanprees finish . 
lar sizes of each. ‘Each type 
boxed in attractive, self-selling 
counter dis lay assortments. 
Also available in bulk or 
packaged 100 
to a box in 
a complete 
range of 
thread sizes. 


4 popu- 


+ JOBBERS: Write now for prices and 

| catalogue sheets on GRC's full line A money-mek- 
ing hardwore items, including DRA 
ERY RINGS, SCREEN & WINDOW "WAROWARE, 
DRAIN COCK KEYS. 
DEALERS: See your jobber 
salesman for immediate de- 


GRIES REPRODUCER CORP. 


“8 World's foremost producer of small die castings 
161 Beechwood Avenue, New Rochelle, N. 
NEw Rochelle 3-8600 
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Russwin adopts a new 
styling for trademark 


Russwin, the trade name for 
products manufactured by the Rus- 
sell & Erwin Div., American Hard- 
ware Corp., New Britain, Conn., 


has a new trademark signature ap- 
pearing on all products and pack- 
aging. 

A standard advertising, packag- 
ing, and display format has evolved 
around the new signature. Stand- 
ard colors, Futura Green, black and 
white, are being used to speed 
recognition of the new identity. 


More small businesses 
receive loans from SBA 


A total of 316 small business 
loans were made during September 
by the Small Business Adminis- 
tration. 

This is an increase over 216 
loans approved in July and 238 
loans approved in August. 

On a cumulative basis, 17,462 
loans were granted since the be- 
ginning of the SBA’s financial as- 
sistance program originated in 
1953. 

The SBA report on _ business 
loans approved in September, re- 
lease No. 531, includes seven to 
hardware dealers. Following are 
the locations of dealers and 
amounts of loans: 

A dealer in Ohio with five em- 
ployees, $95,000. 

A dealer in North Dakota with 
one employee, $5,000. 

A dealer in Kansas with two 
employees, $15,000. 

A dealer in Oklahoma with four 
employees, $20,000. 

A dealer in Arizona with five 
employees, $30,000. 

A dealer in Louisiana with one 
employee, $26,000. 

A dealer in Massachusetts with 
three employees, $15,000 


PRODUCTS ARE PACKAGED 
TO CATCH EYES 
AND CREATE SALES 


Clotheslines Sash Cords Mason Line 
Starter Cords Jump Ropes Water Ski Ropes 
HANKS: Venetian Blind, Traverse, Shade 
Cords, Anchor Rope, Tow Lines, etc. 


Enjoy added volume and extra profit with 
NOVA Products . . . our Sales Offices in all 


parts of the country. 
NOVA, YS 
PRODUCTS Oivision OF @ 
West Georgia Mills 
Inc. 
Whitesburg, Georgia 
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( WRITE FOR YOUR R FREE: ) 


v¥ Complete Newest Set 
of Key Board Tags 
yColorful Streamers 


That Will Brighten Up 
Your Store \\\t 
vW New Edition of key N 


Blank Comparative List 


STAR Key & Lock 
Manufacturing Co. 


51 South First Street 
Brooklyn, N. Y. 
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DON'T MISS THE 


BUYING CHECK LIST 


ON PAGE 56 

















GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Most Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, N.Y. 
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INTERIOR HYDRAULIC DOOR CLOSER 


ONLY $ 79° 

















ILLINOIS Hi 


GLIDRAULIC 


Pat. Pend Reg. U.S. Pat Off. 
Model 20 a 























COMBINES ALL THE FEATURES AND QUALITY FOUND 
IN EXPENSIVE COMMERCIAL HYDRAULIC CLOSERS AT 
A FRACTION OF THE PRICE 
Here is an interior hydraulic closer that gives your customers 
more value, quality and style than any other sold. 

Means more sales for you, too! Reason is simple. 


It is a top quality hydraulic closer with every feature found in 
more expensive commercial closers, at one-half to one-third 
the cost. This combined with several exclusive features—fin- 
gertip latching adjustment and streamlined styling—makes the 
illinois Glidraulic Model 20 your hottest buy today. Order your 
supply now! 


THE ILLINOIS LOCK COMPANY 


820 South Ada Street * Chicago 7, Illinois 
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VINYL and ALUMINUM 
WEATHERSTRIP for 
DOORS and WINDOWS 


Be prepared for BIG PROFITS with this 


new combination vinyl and aluminum 


and 
doors. Double tubing vinyl can be re- 


for windows 


) weatherstripping 


versed when worn without removing 
permanent aluminum casing. Eliminates 
drafts and dirt — easily 





( 








and windows. 


FOR ALL TYPES OF WINDOWS 


Window set for lower and upper sash 
includes meeting rail strip and nails. 


is 


Smartly designed with a resilient vinyl tubing that actually 
hugs the bottom of a door. Vinyl tube has two sides; when 
one side becomes worn . . . reverse it. Girder construction 
gives maximum load bearing capability and is easy to 
sweep over as there are no shorp edges to trap dirt or 
trip on. Individually packaged in all popular lengths, 
complete with screws and instructions for installing. 


FOR ALL TYPES OF DOORS 


Door set for top and sides includes 
nails and sweep bar for bottom. 


8 SS THRESHOLD 





WRITE OR PHONE FOR PRICE LIST 


WEATHERSTRIP & CALKING CORP. Phone 
2050 W. 59th St., Chicago 36, Ill. PRospect 8-5000 
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installed — | 





just cut to size and nail in place. Now | 
available in individual sets for doors | 


"JUST A FRIENDLY REMINDER To SUGGEST ‘SCOTCH 
BRAND MASKING TAPE WITH EVERY PAINT SALE, FILBERT!” 





“SCOTCH” ond the plaid design ore registered trademarks of 3M Co., St. Poul 6, Minn. 





Miianwesora \finine ano \ffanuracturine company 
++ WHERE RESEARCH 15 THE KEY TO TOMORROW 
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News About Dealers: 93 Year-Old Store 
Opens Tool Center in Washington, D. C. 





Washington, D. C.—W. 5S. 
JENKS & SON, established in 
1866 and one of Washing- 
ton’s oldest hardware firms, 
has opened a Tool Center 
store at 718 Tth, N. W., 
across the street from its 
main store. Victor Siegel is 
the owner. 


Providence, Ky.—Noah 
Cole has purchased BENJA- 
MIN’S HARDWARE, founded in 
1885, from Lucien Benjamin, 


who will continue to operate 
a wholesale business. Mr. 
Cole, a part owner of COLE- 
JOINER HARDWARE STORE in 
Kuttawa, has renamed the 
store COLE’s HARDWARE. 


Skaneateles, N. Y.— The 
ELBRIDGE HARDWARE Co., 
INC., composed of Leonard J. 
Wilson and his son, L. Bur- 
ton Wilson has purchased the 
PLATTE & TWEEDIE, INC., 
HARDWARE Co. 





Hardware Assn. Elects 
Sullivan as President 


Joseph J. Sullivan, presi- 
dent of Payson Mfg. Co., Chi- 
cago, has been elected presi- 
dent of the Assn. of Archi- 
tectural Hardware Mfrs. at 
the annual meeting held Sept. 
25 in New Orleans, La. 

Mr. Sullivan succeeds J. 
Edward Rottmann of the 
Cipeo Corp., St. Louis, Mo. 


JOSEPH J. SULLIVAN 


Valspar Corp. Elects 
W. L. Bruhn President 


Wilhelm L. Bruhn has been 
elected president and director 
of Valspar Corp. 

Mr. Bruhn joined Valspar 
30 years ago as assistant to 
the trade sales manager and 
four years later was pro- 
moted to western trade sales 
manager. He left this posi- 


WILHELM L. BRUHN 
tion for six years to go into 
business as an independent 
Valspar distributor. 





Dates Announced For 
Wholesalers’ Shows 


Supplee-Biddle-Steltz 
Co., Philadelphia, Jan. 
20-21, Lawn, Garden 
and Outdoor Living 
Show in the company 
Merchandise Mart, 5th 
& Bristol Sts. 


George Krause Hard- 
ware Co., Lebanon, Pa., 
Jan. 27-28, Annual 
Dealer Show at com- 
pany offices. 


Dates of other wholesalers’ 
shows and conventions an- 
nounced previously are 
shown in the Convention 
ene beginning on page 
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HARRY EDMONDSON 


Ekco Names Edmondson 
General Sales Manager 


Harry Edmondson, former 
divisional merchandise man- 
ager of housewares, Ekco 
Products, has been appointed 
general sales manager for 
the Burrite Line of plastic, 
housewares division and the 
marine products division. 


Roger L. Kerkering 
Heads Eclipse Sales 


Roger L. Kerkering has 
been promoted to sales man- 
ager of the Eclipse Lawn 
Mower Co., Prophetstown, 
Ill. 

Mr. Kerkering joined the 
sales staff in 1945 and has 
served as sales promotion 


ROGER L. KERKERING 


manager, assistant sales 
manager and manager of dis- 
tributor sales. He succeeds 
A. E. Clausen who retired 
Oct. 1. 


Hardware Course Runs 
20 Weeks in New York 


The Hardware Age Build- 
ers’ Hardware Handbook, 
written by Adon Brownell, is 
the text of a basic course 
that started Nov. 16 in the 
Brooklyn Evening Technical 
High School and will run for 
20 weeks. 

The class is sponsored by 
the Metropolitan Builders’ 
Hardware Club and the local 
chapter of the American So- 
ciety of Architectural Hard- 
ware Consultants under the 
authority and direction of the 
New York City Board of Ed- 
ucation. 

Mr. Brownell heads_ the 
sales training program for 
Lockwood Hardware Mfg. 
Co., Fitchburg, Mass. 


Three Employes Leave 
Logan-Gregg Hardware 


Three employes of Logan- 
Gregg Hardware Co., Pitts- 
burgh wholesaler, with a 
cumulative total of 147 years 
of service, retired Nov. 1. 


Thomas H. Chatham 
started in 1918. He worked 
in the warehouse and will- 
call department and for the 
past 15 years had been a 
floor salesman. Homer Lin- 
nert joined the company in 
1905 and William Boxheimer 
started in 1912. Both were 
warehousemen. 


Ralph Atkins Joins 
Supplee-Biddle-Steltz 


Ralph Atkins has joined 
the sales staff of the Arm- 
strong Floor Covering Div., 
Supplee - Biddle - Steltz Co., 
Philadelphia wholesaler, ac- 
cording to Harry B. Suss- 
man, sales manager of the 
division. 

Mr. Atkins had held various 
positions in the floor covering 
field with Sears, Roebuck and 
Company for the past 20 
years. 
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Bigelow & Dowse Co. 
Elects New Officers 


New officers have been 
elected by Bigelow & Dowse 
Co., Needham Heights, 
Mass., wholesaler. They are: 

Peter F. Bass, to general 
manager and vice-president 
in charge of sales. Mr. Bass 
has been with Bigelow & 
Dowse more than 30 years. 
He has been housewares de- 
partment manager. 

R. Frank Grant, to vice- 
president in charge of pur- 
chusing. Mr. Grant has been 
with the company many 
years, and has been buyer 
for the lawn and garden and 
the hardware departments. 

Garner A. Adams, to trea- 


PETER F. BASS 


surer. Mr. Adams has been 
with the company for eight 
years in sales and purchas- 
ing department administra- 
tive posts. 





A. J. ROSALINA 


Worthington Co. Names 
Rosalina a Tool Buyer 

A. J. Rosalina, former east- 
ern district sales manager, 
has been appointed a buyer, 
specializing in tool purchases, 
for the Geo. Worthington 
Co., Cleveland wholesaler. 

Mr. Rosalina joined the 
firm in 1934 and has served 
northern Ohio division 
manager and sales represen- 
tative in the Ohio Valley-Tri- 
State area. 


as 





Empire Brushes Marks 
50th Anniversary 


Empire Brushes, Inc. is 
celebrating its 50th anniver- 
sary. Part of the celebration 
is the issuing of a series of 
folders on the company’s op- 
erations. 

The company was founded 
by the late Joseph Gantz in 
New York City in 1909. Fif- 
teen years later the Joe 
Gantz Brush Factory was 
moved to Port Chester, N. Y. 
The name was changed to 
the Empire Brush Works. 

Mr. Gantz died in 1945. 
His four sons now operate 
the company. Jack Gantz is 
president and _ treasurer; 


Emanuel is_ vice-president 





and sales manager: 
is secretary; and 
vice-president. 
The company points out 
that more than 1500 differ- 
ent brushes are made today. 
Some are turned out by 
handecraftsmen, others by 
automatic machinery. 


Philip 
Harry is 


Knape & Vogt Expands 
Knape & Vogt Mfg. Co., 


Grand Rapids, Mich., has 
purchased the E. L. Ceder- 
quist Co., Los Angeles, Calif. 
Tite-Joint Fasteners will be 
manufactured in Grand 
Rapids by Knape & Vogt and 
sold through its regular sales 
channels and the present dis- 
tributors. 


Janney Announces New Cost-Plus Program 


For S&Q Stores; Will Start in January 


The S & Q stores associ- 
ated with Janney, Semple, 
Hill & Co., Minneapolis 
wholesaler, will buy their 
merchandise under a new 
cost-plus program, begin- 
ning Jan. 4, 1960. 

The new pricing plan was 
revealed to S & Q store own- 
ers in a series of recent re- 
gional meetings. The pur- 
pose of the plan, according 
to H. G. Dungan, manager 
of Janney’s stores division, 
is to help make these stores 
more competitive. 

This new plan, combined 
with the merchandising pro- 
gram already available to 
S & Q stores, will put these 
stores in a better position to 
benefit from the “fabulous 
60’s,”’ Mr. Dungan said. 

Announcement of 
plan coincides’ with 
moving of Janney’s 
tions to a new one-story 
warehouse in a suburb of 
Minneapolis (see H A March 
12, p. 243). Economies that 
will be realized in this new 
operation will be passed 
along to dealers under the 
new cost-plus program, Mr. 
Dungan said. 

The S & Q stores are a 
voluntary chain of indepen- 
dently owned retail outlets 
associated with Janney. Jan- 
ney sells only to these stores. 
The firm’s general wholesale 
business was discontinued in 


the 
the 


opera 


1958. 
and 


An industrial division 
a floor covering and ma- 
jor appliance division are 
also operated by Janney. 

S & Q stores now number 
600; the company’s goal is 
1000 stores by 1965. 

Cost of merchandise to 
dealers in the new cost-plus 
program is based on a per- 
centage over wholesale cost. 
Different percentages will 
apply to shipments out of 
stock, pool cars, factory dl- 
rects, etc. 

The percentage added for 
out of stock shipments will 
be based on the actual 
of operating the warehouse. 
These costs will be reviewed 
each three months and the 
percentage applying to 
dealer purchases will be ad- 
justed in keeping with 
changes in the operating fig- 
ures. 


cost 


This of the 
S & Q store’s program is 
another step in Janney’s 
long range planning, accord- 
ing to L. M. Hatfield, presi- 
dent. 

It is designed, he said, to 
give dealers the full benefits 
of the reductions 
sible under the firm’s volun- 
tary chain program. It com- 
bines, he said, the benefits 
of modern warehousing fa- 
cilities, and the use of mod- 
ern cost saving ordering and 
merchandising methods. 


new phase 


cost pos- 








Clinton Engines Names 
Benton Sales Manager 


Vincent L. Benton, former 
eastern and western divi- 
sional sales manager, has 
been appointed manager of 
sales, distribution and 
vice, Clinton Engines Corp., 
Clinton, Mich. 

The appointment was made 
to fill the vacancy caused by 
the recent resignation of Jim 
Davidson, vice-president, 
marketing. 


ser- 


VINCENT L. BENTON 
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Multiply 
your rental 
prospects 


i i | 


Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
... greatly increases rental possibilities. The JW12 rents for 


@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 
coupon now. 

SALES AND SERVICE CENTERS IN MAJOR CITIES. 


Tia 


BETTER FLOOR MACHINES 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 


30 


FOR MORE THAN 30 YEARS 


HOLT MFG. CO. Dept. P11 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me details on Holt JW12 for rental use. 


NAME POSITION 








FIRM 





ADDRESS 





Want more facts? Circle 181, p. 63 
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Paint Salesmen Elect 
Lou Snyder President 


Lou Snyder, Philadelphia, 
| of Elliott Paint & Varnish 
| Co., Chicago, has been elected 
| president of the National 

Paint Salesmen’s Assn. 

Election of officers cli- 
maxed the association’s re- 
cent annual convention at the 
Concord Hotel, Kiamesha 
Lake, N. Y. 

Other officers elected are: 
first vice-president, B. N. All- 
nutt, Chevy Chase, Md., man- 
ufacturers’ representative; 
second vice-president, Martin 
J. Balnicki, Orange, Conn., of 
F. O. Pierce Co., L. I., N. Y.; 
secretary - treasurer, George 
H. Chatham, Drexel Hill, Pa., 
of Geo. D. Wetherill & Co., 
Inc., Philadelphia. 

Speakers included Laurence 





News of the Trade 





Kiefer, executive vice-presi- 
dent of the National Paint, 
Varnish & Lacquer Assn., and 
Dee Belveal, executive direc- 
tor of the Retail Paint & 
Wallpaper Dealers Assn. 


Awards to Wholesalers 


Hoffman Hardware Co., 
Los Angeles wholesaler, was 
awarded a ceremonial key 
symbolizing 75 years of ser- 
vice to Southern California 
by the Yale & Towne Manu- 
facturing Co. 

Our Own Hardware Co., 
Minneapolis wholesaler, was 
awarded a golden teaspoon 
by Ekco Products Co., mark- 
ing the purchase of 500,000 
pieces of Ekco’s stainless 
steel tableware for a special 
promotion. 





Behind the Scene 


} 
| 
| 
| 
| 








Dealer requests for the new Lay-A-Way Kits 


(see HA, 


Oct. 8 issue, p. 84) flooded Hardware Age's editorial offices 
early this month. Everyone pitched in to fill the orders and 
rush the Kits out. Shown helping to fill the Kits are editorial 
staff members Gertrude Lavelle, James Dixon, William Farrell 
and Margaret Smith. Anxious to get started on the Christ- 
mas selling season is Ce-Mar Hardware. This Philadelphia 


dealer was one of the first to get a Kit. 


Store Manager 


William Weinberg, below, left, is putting up the window 
banners to promote his Lay-A-Way program. Others in the 
photo cre Sam Shore and Sam Pressman. 
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Big Profit... Big Repeat 
PIPETITE-Stik a*‘BULL’S -EYE’ 


PIPE JOINT 
COMPOUND 





wee 


Contains No Lead 


Best seller for years, now | 

dressed up to go faster than 

ever. PIPETITE-Stik is finest Pedi, mle d le 
quality pipe thread com- 

pound in its handiest form. ® 
No mess, no waste—just rub 

across pipe threads. For met- 
al and plastic threads ... 
positive seal for water, steam, 
gas, refrigerants, oil, acids, 
etc. . . . pressures to 10,000 
psi., temperatures to 750° F. 
Sells on sight to home own- 
ers, industry and artisan 
trade. Underwriters Labora- 
tories approved. 


PIPETITE-Stik is packed in | 


¥ e : , } 
a” one. dozen and 3 dozen hand- 

££ some self-display counter 
sae? pg s01NT SO boxes. Write for complete | 
 m« 


5 hae eee - information. 











Nationally advertised and promoted. The Trim-Trio Knife with screwdriver blade . . . precision ground, 


carbon steel knife . . . rugged bottle opener . . . handy nail file 
— all folding compactly into a highly finished chrome plated 
steel case with Keychain attached. (Only 49c retail.) 
3058 W. Carroll Ave., Chicago 12, Ill. 








Want more facts? Circle 182, p. 63 











AND SELL QUALITY 


Store-tested with proven colorful eye-catching 
Pyramid Displays or individual bubble pack cards. 
BUILD “IMPULSE SALES”. 

SUPPLEX 


HOSE | FINGER-NAIL 
| CLIPPER 

and World’s Finest Nail Clip- 

per, is precision ground 
SPRINKLERS 3 220053 

way file. Heat treated 
Cutlery steel... Plated 
and lacquered for last- 
ing finish. With Keychain 
attached. Also available 
on bubble pack cards 


(Only 25c retail) 














The new fluorescent 


DAY-GLO SIGNS aaa 


BRILLIANT “JET-FIRE'' RED and midnight 
black make these all metal, weather-proof 
Hy-Ko signs fast, fast, fast sellers. For use pedic’’®) cutting edge 
indoors/outdoors. 14'' wide x 10"' high, with recommended by Chirop- 
2 holes for easy mount. odists ... made of 
ASK YOUR JOBBER about Hy-Ko Assort- | tempered cutlery steel 
ment No. 800—5 doz. (your choice of 20 most with lustrous chrome 
popular and fastest selling wordings), retail- | finish . . . patented nail 
ing per sign, 50¢. Order groomer and file, for 
early, and order enough. complete Toe-nail care. 
They sell all year ‘round. Also available on bubble 
pack cards. 


(Only $1.00 retail) 


FREE! All metal sales- o 
creating Display Rack 40 y/ 
with each assortment. “The Hell k of ° PROFIT 
© IGHMErK © THE W. E. BASSETT CO., DERBY, CONN. 
Better Letters, Canadian Distributors: Myer Bald Ltd 
HY-KO PRODUCTS CO., Cleveland 3, Ohio Signs, Numbers” | uae, tee Pane Gale 


22 Front St.. West Toronto. Canada 


Want more facts? Circle 184, p. 63 Want more facts? Circle 185, p. 63 
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Only the Trim Toe-nail 
Clipper has the ‘‘Chiro- 























All these people 


and 499,999,990 more 
are seeing Elmer’s 


(;lue advertisements 
this year! 


Stock the line! 








hordens Products FOR THE HOME HANDYMAN 


Want more facts? Circle 186, p. 63 
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News of the Trade 





Local Sales Meetings Products Div., Sathorn’ 
Marine Corp., Galesburg, Ill. 
Feature Gale Products at a pens aietee 


, been held in New Orleans 
Gale’s new 1960 outboard and Shreveport, Le.; Hov- 


motors and an extensive mer- ston and Ft. Worth, Tex.; 
chandising program are fea- and Miami and Tampa, Fla. 
tures on the agenda of Sessions will be conducted in 
regional dealer sales confer- principal marketing areas 
ences sponsored by Gale throughout the country. 





news in brief of 


MANUFACTURERS AGENTS 


@ Western Hardware Sales Agency, Los Angeles—The 
firm has moved from Pomona, Calif., to 837 Traction Ave., 
Los Angeles, to provide customers with warehouse service, 
receiving, storing and shipping facilities. 


@ Puritan Cordage Mills, Louisville, Ky —Texas, Oklahoma, 
Arkansas and Louisiana to Magoon-Langley Co. Kenneth 
Magoon maintains his headquarters in Tulsa, and Joe D. 
Langley works out of San Antonio. 


@ Osrow Products Co., Glen Cove, N. Y.—Missouri, Iowa, 
and Kansas to Hoskins & Lohner Co.; and southern Cali- 
fornia to Hammer Associates. 


@ Martin Automatic Fishing Reel Co., Mohawk, N. Y.— 
Ohio, Indiana and Michigan to Curly Moulton and Associ- 
ates, Geneva, Ohio. 


@ Everedy Co., Frederick, Md.—Michigan to Edward 
Narens from headquarters in Oak Park, Mich. 


@ Boonton Molding Co., Boonton, N. J.—Southern Califor- 
nia to George Gutnik & Co., Los Angeles. 





| brief reports of 


MANUFACTURERS SALESMEN 


@ Hardware and Vacuum Goods Div., Landers, Frary & 


| Clark, New Britain, Conn.—Edward W. Satkowski from 
| manager of the headquarter’s claims department to dis- 
| trict manager covering the New York City metropolitan 


area, Long Island and northern New Jersey, for the Uni- 
versal line of vacuum goods, hardware and Stanley thermal 
divisions; Daniel J. Donovan from New York City district 
manager for the hardware and vacuum products division to 
sales development manager with New Britain, Conn., head- 
quarters. 


@ Stanley Works, New Britain, Conn.—James H. Nichols, 
formerly with Sears Roebuck & Co., to manager, Dallas 
office and warehouse, succeeding Paul E. Good, who has 
been transferred to the marketing staff. 


@ Electric Housewares Div., Landers, Frary & Clark, New 
Britain, Conn.—Arnold R. Feinberg from sales representa- 
tive with Dirilyte Co. of America to Philadelphia cistrict 
sales manager. 


@ Clemson Bros., Inc., Middletown, N. Y.—Gerald A. Hill 
from sales representative for Buffalo Bolt Co. to district 
sales manager in the midwestern states. 


@ Dayton Industrial Products Co., division of Dayton Rub- 
ber Co., Melrose Park, I1l—Leo Miller from district sales 
manager to southern regional industrial sales manager 
from the company’s Atlanta warehouse. 


@ Mastic Tile Div., Ruberoid Co., Vails Gate, N. Y.—James 
B. Lawson to the southern half of Florida from Miami. 





. DEALERS SELL 


THINNER 


HIGHER MARKUP 
FAST TURNOVER 
PLEASANT ODOR 
NON.-IRRITATING 
ECONOMICAL 

LONG LEVELING 


. 


IN BOTTLES OR CANS : 
TURPENTINE & ROSIN FACTORS, INC. 
SAVANNAH, GEORGIA 


@ PURPiNT AL & ROSIE FACTORS, INC. 


Want more facts? Circle 187, p. 63 





For BIGGER PROFITS stock these 


TOP-SELLING 
LUBRICANTS 


NEW DISPLAYS! BIGGER PACKAGES! 


@ LUB-A-SPRAY 


All-Purpose Dry 
Graphitoid Lubricant 


Stainless — greaseless — 
odorless. 12 to display card. 
Convenient home size — 

also shop size puffer packs. 


® LUB-A-GRAPH 
New Liquid Graphitic Lubricant 
Weatherproof — won’t wash 
away! Perfect for outdoor 
equipment. Display card holds 
12 plastic squeeze dispensers. 


® PANEF-OIL 
Finest Quality, All-purpose Lubricating Oil 


Flows freely at 50 below zero. High- 
ly penetrating. Prevents rust and cor- 
rosion. Packaged 12 to display card. 


Want BIGGER, STEADIER, IM- 
PULSE SALES? Then, be sure to 
stock these finer quality PANEF 
LUBRICANTS. Beautifully pack- 
aged, handsomely displayed on col- 
orful, self-selling counter cards. 
Assure increased profits year-round. 
Get all the facts on PANEF now! 


PANEF MANUFACTURING CO., 
116 East Walnut’ Street 


INC. 


Wisconsin 


Want more facts? Circle 188, p. 63 


Milwaukee ] 








SHheal 


FioQowwv ! 


ideal 
push pull 
latch 


installs in three 4%” holes 





Introduces new operating prin- 
ciple for screen and storm doors 
—no latch-handle springs to 
weaken or break. Mounts in 
three %” 
inside—no-lockout feature will 
not let door close with lock set. 
Two coat baked enamel finish 
—silver aluminum or lustrous 
brass under super hard clear 
enamel. Ideal also manufac- 
tures a full line of knob latches 
and one-bore push-pull latches. 
Write for complete details and 
prices. 


holes. Locks from 


e LATCHES « OJLITE BEARING HINGES 
e CLOSERS + CHAINS + SASH ADJUSTORS 
¢ PUSH BARS + QUIKI WINDOW CONTROLS 


IDEAL BRASS 
WORKS, INC. 


250 EAST STH STREET 
ST. PAUL 1, MINNESOTA 


Want more facts? Circle 189, p. 63 
HARDWARE AGE, November 19, 1959 © 123 








JOSEPH A. CELASCHI 


Three Men Given New 
Corning Glass Posts 


Joseph A. Celaschi, former 
’yrex Ware sales manager, 
has been named to the newly- 
created position of general 
sales manager, Consumer 
Products Div., Corning Glass 
Works, Corning, N. Y. 

James H. Miller, former 
Dallas, Tex., district sales 
manager, has been appointed 
housewares field sales man- 
ager, consumer products divi- 
sion. 

James H. Bierer, market 
development manager for the 
division has been appointed 
to the newly-created post of 
division marketing manager. 
His duties include sales pro- 
motion and advertising. 





Janney Names Kelley 
Paint Sales Manager 


C. W. Kelley has been ap- 
pointed paint sales manager 


for Janney, Semple, Hill & 
Co., Minneapolis, Minn., 
wholesaler. He has been a 
paint specialty salesman for 
S&Q Hardware Stores for 
five years. 

Mr. Kelley’s duties include 
responsibility for sales in 21 


Cc. W. KELLEY 


states covered by S&Q Hard- 
ware Stores and the develop- 
ment of a paint training pro- 
gram for retail sales person- 
nel for group stores. 


JAMES H. MILLER 


JAMES H. BIERER 





Keyco Products Elects 
Andrews Executive V-P 


John A. Andrews, Jr., for- 
mer manager of national ac- 


JOHN A. ANDREWS, JR. 


counts, Landers, Frary & 
Clark, New Britain, Conn., 
has been elected executive 
vice-president, Keyco Prod- 
ucts, Inc., Wrightsville, Pa. 


A Correction 


A group photograph of 
the recent Jacobsen Mfg. 
Co., Racine, Wis., sales 
meeting on Photo Angles, 
page 149, HA, Nov. 5, was 
identified as including some 
personnel from George 
Worthington Co., Cleveland 
wholesaler. These men are 
not with the wholesaler, but 
are members of the Worth- 
ington Mower Co. division 
of Jacobsen. 
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News of the Trade 





OBITUARIES 








Arthur J. LaCroix 


Arthur J. LaCroix, 76, 
board chairman of Hyde Mfg. 
Co., Southbridge, Mass., died 
Oct. 23 after a long illness. 
Mr. LaCroix was president 
for 30 years and was elected 
chairman last year. Mr. La- 
Croix became a member of 
the Hardware Age 50 Year 
Club five years ago. 


Lewis H. Weishar 


Lewis H. Weishar, 55, 
former general manager and 
vice-president of Greer & 
Laing, Wheeling, W. Va., 
wholesaler, died recently 
after a brief illness. He had 
been employed with Integrity 
Supplies, Inc., Columbus, 
Ohio, for the five months 
prior to his death. 


Michael |. Brown 


Michael I. Brown, 8&8, re- 
tired operator of Mike Brown 
Hardware Co., Maysville, 
Ky., died Oct. 22 in Hays- 
wood Hospital after a long 
illness. He sold the hard- 
ware business, also widely- 
known for harness making, 
five years ago. 


Albert J. Kessel 


Albert J. Kessel, 74, vice- 
president, Ohio Valley Hard- 
ware Co., died Oct. 29 in 
Deaconess Hospital, Evans- 
ville, Ind. He had been in 
charge of the sheet metal and 
roofing shops for the com- 
pany before he retired in Jan. 
1958, after 49 years with the 
company. 


Carl H. Markel 


Carl H. Markel, retired 
purchasing agent and a di- 
rector of Logan-Gregg Hard- 
ware Co., Pittsburgh whole- 
saler, died recently. He 
retired four years ago after 
42 years with the company. 


Frank X. Pritzi 


Frank X. Pritzl, 85, re- 
tired hardware store opera- 
tor, died Oct. 22 in St. Vin- 
cent Hospital in Green Bay, 
Wis. 


J. Raymond Schroder 


J. Raymond Schroder, 71, 
vice-president of J. B. Schro- 
der Builders’ Hardware Co., 
Cincinnati, Ohio, died sud- 
denly Oct. 20 in Mt. Adams, 


Ohio. He had been vice- 
president for 35 of the 53 
years he was with the com- 
pany his grandfater founded 
in 1832. 


Gilbert F. Sheely 


Gilbert F. Sheely, 74, re- 
tired managing director of 
the Indiana Retail Hardware 
Assn., died recently in Meth- 
odist Hospital, Indianapolis, 
Ind. He was with the asso- 
ciation 40 years and retired 
in 1953. His nephew, William 
Sheely, is currently secretary 
of the Indiana Retail Hard- 
ware Assn. 


Walter G. Card 


Walter G. Card, operator 
of Daisy Hardware, Daisy, 
Tenn., for the past 20 years, 
died Oct. 27 in a Chatta- 
nooga, Tenn., hospital. He 
was a former mayor of La 
Follette, Tenn. 


Henry T. Schroeder 


Henry T. Schroeder, 8&5, 
president of Schroeder Hard- 
ware Co., Barrington, IIl., 
died Oct. 21, at his home. 
The firm was founded in 
1874 by his father. 


Mrs. Henry L. Kiefer 


Mrs. Henry L. Kiefer, 57, 
an accountant for Bonny- 
castle Hardware stores, died 
Sept. 22 in St. Anthony Hos- 
pital, Louisville, Ky., after a 
long illness. 


William B. Messix, Sr. 


William B. Messix, Sr., 69, 
retired partner in the Jump 
Hardware and Implement 
Co., died Sept. 1 in Memorial 
Hospital, Easton, Pa. 


Jasper B. Moore 


Jasper B. Moore, 64, shelf, 
heavy and builders hardware 
buyer for Cotter & Co., Chi- 
cago wholesaler, died Oct. 26. 


Louis Fincke 

Louis Fincke, 57, owner 
of a hardware and sporting 
goods shop, Kansas City, 
Kan., died recently. 


Edward C. Berndt 

Edward C. Berndt, 69, 
hardware store owner, died 
Oct. 10 in Chicago, IIl. 





A report in pictures 
of events in the trade 


Sales goals for 1960 were outlined by 
E. J. Fredericks (standing), vice-president of 
housewares sales and marketing, Rubbermaid, 
Inc., at the annual sales conference in Woos- 
ter, Ohio. Seated at the speakers table are 
Donald E. Noble, left, president, and Robert 
W. Marchand, director of houseware and 
commercial sales. 











“eae 








Twenty-four district sales managers attending the annual sales con- 
ference of the Bolens Products Div., Food Machinery & Chemical 
Corp., Port Washington, Wis., saw F. W. McCarthy, product man- 
ager, point out features of the new Ride-a-matic tractor with a 
38-in., center-mounted mower attachment. 


Carleton H. Bunker, left, president, Diamond Expansion 
Bolt Co., Garwood, N. J., presents John Wright, vice-presi- 
dent of sales, with a lamp in recognition of the sales of 
5,000,000 Wing-Ding Wall Anchors in three years. The lamp 
is a replica of the product. 


Officers of the Denver Pot and Kettle Club for 1960 are 
left to right: E. D. Wolf, corresponding secretary; James 
Thompson, recording secretary; J. H. Naden, historian; 
Fritz Sienknecht, treasurer; Maurice Fink, second vice- 
president; R. J. O'Donnell, first vice-president. Seated in 
center is H. H. Lipp, president and seated right is 
M. H. Spilman, past president. 
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Classified Opportunities Section 








Representatives Wanted 








MANUFACTURERS 
REPRESENTATIVES 


Expansion by well known manufac- 
turer of cabinet and builders hard- 
ware necessitates regrouping of ter- 
ritories. Existing accounts will be 
turned over to qualified reps now 
calling on wholesale jobbers and 
manufacturers, State territory cov- 
ered and full particulars in first 
letter. 


Box 1110, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, 











MANUFACTURER REPRESENTATIVES 


to call on retail Lamber dealers with unique mer- 
chandising facility. Field tested and proved seven 
years. NO COMPBTITION. Exclusive territories. 
Repeat orders. Liberal commission 


Box 1130, e/o HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 

















DEALERS, JOBBERS., REPRESENTA- 
TIVES WANTED. Amazing LIQUID SAND. 
PAPER made first in nationwide sales by home- 
owners, painters, oor finishers LIQUID 
SANDPAP ER prepares surfaces for easy, com- 
ones free repainting, cleans floors like new. 

iping minutes saves hours of work. Popular, 
profitable in pints, quarts, gallons, exclusive spray 
can, drums, private label. Write General Liquids 
Corp., Baltimore 18-A, Md 





FACTORY REP., EXCLUSIVE 
RIES in W. Pa., W. Va., Upper 
Iowa, Nebr., N. & S. Dak., N. M.. Ariz., Calif. 
to represent builders’ Hardware Mfr. Excellent 
potential. Box 1102, c/o Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa 





TERRITO.- 
N. Y. State, 





REPRESENTATIVES WANTED 
HANDLE Bandsaw Machines, Bandsaw 
and Bandsaw Blade welders to industrial users, 
wholesalers, jobbers and machinery dealers. Well 
designed and engineered products and equipment 
oftered at favorable prices to enable good sales 
volume. Many good territories still open. E. 
Samsey & Co., Toledo 14, Ohio 


TO 
Blades 








MANUFACTURERS REPRESENTATIVES. 
We are a young, aggressive Paint Sundry Manu- 


facturer selling directly to the Paint, Hardware 
and pullding Supply Dealers. We manufacture 
Aluminum aints, Varnishes & Gym Finishes, 


Caulking, Glazing & Putty. All 
items. We have openings in Ohio, 
and Kentucky. Give full details, 
and complete areas covered. 
Harpware Ace, Chestnut & 
delphia 39, Pa 


high volume 
Pennsylvania 
lines carried 

Box 1111, c/o 
56th Sts., Phila- 





MANUFACTURER'S REPS. 
INDISPENSABL - garden tool—the HICKOX 
CIRCLE HOE. Fast movin quality product. 
Consumer acceptance proven by rapidly growing 
dealer sales. Liberal commissions, protected ter- 
ritories. Send resume. Merritt Engineering Co., 
674-23rd Street, Oakland 12, Calif. 





to handle new, 





TERRITORIES AVAILABLE FOR MANU.- 
FACTURER’S AGENTS contacting volume 
buyers. Just expanded hardware-houseware spe- 
cialty line, mtroducing two new products. Diversi- 
fied five-product line in 39¢-$1.98 bracket. All 
fast movers. Large repeat percentages. In-store 
displays. Trade advertising support. Advertising 


allowances. 


Many established accounts. Clover 
Products, 


944 Monroe Avenue, Rochester 7, N.Y. 











SALESMAN WANTED FOR FAST SELL- 


ING Line of Residential type Mailboxes. (We do 
not make Rural type Mailbox) Write Mailboxes, 
Inc., P.O. Box 365, Hampton, Va. 
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WANTED 
MANUFACTURER REPRESENTATIVE 


To sell complete line of ornamental iron and alu- 
minum railing and columns. A Do-It-Yourself item— 
a volume product with fast turn-over. Liberal com- 
mission. Sold E.0.M. State area in which you sell 
when writing for details. 


ELITE FABRICATORS 
BEL AIR, MARYLAND 














HAND TOOLS 
Western Pennsylvania, West Virginia 


Manufacturer of short line of popular 
hand tools seeks a representative for the 
above territory. We sell to hardware 
wholesalers, chains, etc. 


Box 1119, ¢e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








WANTED 
MFR'S REPS and DISTRIBUTORS 


Now calling on Hardware, Indus- 
trial, Builders’ and Electrical Sup- 
ply Jobbers. New revolutionary U.S. 
Patented Plastic expansion Anchor- 
ing Device. Tremendous sales po- 
tentialities. Reply giving details in- 
cluding other lines handled. 


Box 1014, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














WANTED SALES REPS. 


New England for complete High 
Grade imported German Hardware 
Line. This line well known and 
successful. 

x 912, e/o HARDWARE AGE 








Bo 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











HARDWARE SALESMEN 


Calling on retail hardware and lumber 
yard dealers, also plumbing and electrical 
supply concerns. One size Screw Anchor 
fits all screws and designed for all types 
of walls. High commission. Protected 
territory to qualified salesmen. 


FITSALL SCREW ANCHOR 
473 S. Franklin St.. Hempstead, New York 





























SAL ESMAN. HARDWARE Travel, 
000 caliber expd. only for 
workers, store fixture mfrs 
by old Hardware Mfg. - 
commission. Box 406, 
York N Y 


car $15,- 
architectural wood- 
& cabinet makers, 
drawing against 10% 
1501 Broadway, New 





SALESMAN OR DISTRIBUTOR WANTED 
to travel several States North and West of Mis- 


sourt. Selling Hardware, Drug and Grocery 
Stores. Salary and Bonus. State age and experi- 
ence. Nash & Kinsella Laboratories, Inc., 3741 


Washington, St. Louis 8, Mo. 








PAINT SALESMEN! 


NEW Paint mfr. with line of popular priced items 
wants salesmen to call on Paint & Hardware Re- 


tailers, Dept. Stores, & Chains. Attractive com- 
mission basis. All territories open. Full particulars 
first letter. 


Box 1109, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














Accounts Wanted 








NEW AGENCY OF SALES VETERANS 
GIVES YOU FULL LINE COVERAGE 


Exhaustive, conscientious coverage for 
your lines in the eastern Pennsylvania to 
Virginia area is now possible. We are young 
but offer 30 years of combined sales experi- 
ence in hard lines. We want only a few 
hand picked lines so that we can get our 
agency a reputation for old-fashioned hard- 
sell and frequency of calls. If this is what 
you seek but aren't getting, write: Box 
1132, c/o Hardware Age, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 














REPRESENTATIVES ealling on hardware 
wholesalers wanted for heavy repeat item sold 
through rural hardware stores. Nationally adver- 
tised milk filter disc used by every dairyman. 
‘op manufacturer, top commission, protected ter- 
ritory. Box 1131, c/o Harpware Acer, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 





EXPERIENCED SALESMEN WANTED by 
Importers of Screws, Bolts and other Fasteners 
on commission basis. Quality merchandise, most 
attractive prices and good terms. Exclusive sell- 
ing arrangement for the right agent. State ex- 
perience, lines now handled, actual territory now 
covered in your first letter. Box 1127, c/o Harp- 
wane Ace, Chestnut & 56th Sts., Philadelphia 
ae Be 


SALES REPRESENTATIVE 


Covering Hardware Jobbers and Deal- 


ers, Garden supply, Mill supply jobbers 
in New Jersey, New York City and 
Eastern Penna. Extensive coverage. 
Seek additional line. 


Box 1022, ¢/o HARDWARE AGE 








Chestnut & £6th Sts., Philadelphia 39, Pa. 








SALESMAN WANTED FOR WESTERN 
OHIO to sell Dog Goods, Leather Goods and 
allied lines. This can be a good full time proposi- 
tion for the right man. Orrville Leather & Hdwe. 
Corp., Orrville, Ohio. 





WANTED ACTIVE COMMISSION SALES 
REPRESENTATIVE with clientele in states of 
South Carolina and Georgia by established tool 
manufacturer. Exclusive arrangement. In_ reply, 
eve full details relative to yourself and activities. 

ox 1125, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





40 YEAR ESTABLISHED COMPANY, 
mfg. locks, latches, with aggressive sales, adver- 
tising policies, offers excellent jobbers in Colo- 


rado, Nevada, Michigan, 
top references essential. 
AGE, 


Indiana. Proven record, 
Box 1129, c/o HARDWARE 
Chestnut & 56th Sts., Philadelphia 39, 











Pa. 





NORTH ane SOUTH CAROLINA with 
without VIRGINIA. Coverage of Hardware 
Building Renae outlets since 1956. 
time for additional lines of merit 
tential. Write J. B. Spilman, 

Greenville, N. C. 


MANUFACTURER’S REPRESENTATIVE 
needs a good conipetitive priced threaded rod line 
for the Industrial, Hardware and Plumbing trade 
in Pennsylvania and Northern West Virginia. 
College graduate with best of references and a 
great many captive accounts. Box 1126, c/o 
HarpWARE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


MANUFACTURERS REPRESENTATIVE 
FOR Metropolitan New York and Northern New 
Jersey. Seeks staple and new product lines. Close 
versonal attention will be given to lines accepted. 
~ 1123, c/o Harpware AGE, Chestnut & 56th 
Sts., 


or 
and 
Now have 
and volume po- 
P.O. Box 548, 











Philadelphia 39, Pa. 








MANUFACTURER’S REPRESENTATIVE 


DESIRES Hardware for Virginia, North Caro- 
lina and South Carolina. Box 1128, c/o Harp- 
waRE AGE, Chestnut & 56th Sts., Philadelphia 
39, Pa. 








Accounts Wanted 





Help Wanted 





Help Wanted 














REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis 
ville. We carry the account or you can bill direet. 
Inquiries invited WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 














MANUFACTURER’S REPRESENTATIVE 
Successfully selling wholesale hardware and paint 
trade in Illinois and Wisconsin can take on addi- 
tional line. Our concentrated sales effort on any 
new quality line we accept will insure sales in- 
crease. Box 1124, c/o HarpDware AGeE, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


WANT SALES RESULTS? 
because we concentrate in Michigan, 
ana. Will handle two additional 
highest grade considered. Write Box 
HARDWARE AGE, Chestnut & 56th Sts., 
phia 39, Pa. 





We get them 
Ohio, Indi- 
lines—only 
219, c/o 
Philadel- 





Business Opportunities 








FOR SALE—RETAIL HARDWARE 


Established 40 years—Located on the In- 
dian River in Jensen Beach on Florida's 
famous GOLD COAST between Fort Pierce 
and Palm Beach—$12,000 for land and 
building plus inventory. 


W. B. TILTON 
P.O. Box 376 Jensen Beach, Fla. 








ESTABLISHED RETAIL HARDWARE 


city of 55,000. 
excess of $350,000. Modern building 
and fixtures, with private parking lot. Located 
in Western Kentucky in the rich Ohio Valley. 


and Appliance store, in a 


Volume 


Box 1000, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





DISTRIBUTOR SALES 
REPRESENTATIVE 


Do you believe there is more to selling 
to dealers than just meeting low, com- 
petitive prices? Would you like an 
opportunity to REALLY SELL for a 
long established, aggressive merchan- 
dising distributor located in the East? 
We have a plan and program that 
really works. If you feel you can sell, 
and would like the chance to prove it, 
write us. Replies held confidential. 
Box 1104, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











BUYER WANTED 


Builder Hardware experience pre- 
ferred. Southern California Corp. 
offers growth opportunity, fringe 
benefits, profit sharing to an aggres- 
sive and ‘an buyer. Salary com- 
mensurate with experience. Con- 
fidential resumes respected. Write 
P. O. Box 48456, Briggs Station, 
Los Angeles 48, Calif. Att.: Mr. 
A. Arkin. 








CAN YOU SELL PAINT? 


We want an experienced PAINT MAN— 
one who can control both buying and sell- 
ing for a long established, Eastern mer- 
chandising distributor. We sell through 
150 franchised retail hardware and lum- 
ber dealers, have a private label line of 
paints and brushes—also most sundries. 
Present volume $250,000. Potential is 
four to five times this. Guaranteed salary, 
expenses and over-ride, based on profit 
and turnover. If you are interested, write 
in full detail. Replies held confidential. 


Box 1105, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











PLANT MANAGER 
BUILDERS’ HARDWARE 


Experienced Manager needed to personally direct 
Engineering, Production, Purchasing, quality and 
new product development for manufacturing plant 
engaging under 200 employees. Located in Pennsyl- 
vania. Excellent opportunity for the right man who 
desires personal recognition and an interesting 
challenge. Full Company benefits. Salary to com- 
mensurate with experience. 


Box 1133, 
Chestnut & 56th Sts., 


e/o HARDWARE AGE 
Philadelphia 39, Pa. 




















WANTED SPECIALTY JOBBERS 


Traveling 3 to 10 men in the midwestern, 
southwestern and northwestern states. We 
have a good proposition for you to sell a 
complete fastener line that will fit in with 
your present operation. Write us for details. 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST.. NORWOOD, MASS. 

















A RARE BARGAIN! Only $15.00 for our 
special trial assortment containing one-half dozen 
of each of our fifty most popular brass key 
blanks. Every blank guaranteed! Order today! 
HAZELTON CHAIN CO., (manufacturers of 
key blanks & sash chain), 81 Kemble St., Rox- 
bury 19, Mass. 


OPPORTUNITY 
builders hardware business 
in booming Fort Lauderdale. Either retail divi- 
sion or entire business available. Ideal for one or 
more individuals or expanding firm. For this and 
other sound investments, contact Wm. Spencer, 
Kenneth C. Oberle & Co., Realtors, 3365 North 
Federal al Highway, Fort Lauderdale, Florida. 


GAS | ENG INES: W ANTED: Air 
Briggs-Stratton: Clinton, ete. ALSO all 
of lightweight Gas or Elec. Driven equip. 
as Snow Throwers, Sump Pumps, Chain 
Outboard Motors, Mowers, etc: NEW: Close- 
Outs: Will pay spot cash: Small or large quan- 
tities. Northern Co., 72 Merrimac, Boston, 
Mass. (Alvin Fredberg) 








IN THE SUN. Retail and 


established 13 years 





Cooled- 
types 

such 
Saws, 





profit sharing, stock option, etc. 





a real opportunity for an 


OUTSTANDING WHOLESALE EXECUTIVE 


We have a real opportunity for an experienced, energetic hardwareman 
capable of running a medium-sized wholesale operation. The man we 
want must be a good organizer, experienced handling salesmen, pro- 
moting sales and buying. Prefer man about 45. Location in South with 
long established, leading distributor. Real future for right man includes 


Replies treated confidentially. Reply Box 1117, c/o Hardware Age 
Chestnut & 56th Sts., Philadelphia 39, Pa. 




















Business Opportunities 


Business Opportunities 








HARDWARE APPLIANCE retail store. Es- 
tablished for over 40 years. Located in central 
California in main shopping area. Clean stock of 
hardware, housewares, gifts and paints with fran- 
chises on brand name appliances and television. 
Modern store and fixtures. Excellent long term 
lease. Sales volume for 1957, $300,000. Sacrifice 
sale at well below cost due to age and ill health. 
For details, Box M-26, c/o Harpware AGzE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





Well estab- 
An outst: andin ig 
desired. Living 


FOR SALE: Hardware Store. 
lished. Located in South Jersey. 
bargain! Will sell building if 
oe included. No reasonable offer refused. 
nformation given at personal interview only. 
Write for ——- to Box 1120, c/o Harp- 
a & AcE, Chestnut & 56th Sts., Philadelphia 
39, Pi 





APPLI- 


(Chester 


HARDWARE, PLUMBING AND 
ANCE STORE located in Southern 
Pennsylvania. Established over 25 years. 
stock of Hardware, housewares, toys, 
Boy paint and plumbing and appliance 
Modern building in growing agricultural 
section. Will sell the business and buildings 
lease on long term. Box 1121, c/o HaArvpwars 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


Position Wanted 


HARDWARE MANAGER Desires greater 
opportunity. Age 34, family man, 11 years hard- 
ware retailing and hardware jobber sales experi- 
ence. Box 1122, c/o Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa 


County, 
Clean 
Dutch 
fixtures. 











Po, ( / 


Write for i 
Shiciaehitla- 


ALWAYS SELL GENUINE 


Want more facts? Circle 190, p. 63 


\ GAm, _ 


aM OLLY 3 


SCREW ANCHORS and JACK wits 


=< eu CORP. 


Reading, Pa. 
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a 


\% BENTZINGER 
<GOLD TIP 
= Brushes 


N 
\ Assure 
Repeat Sales! 


e Priced right—always a profit for you. 


e Full line of Wall, Sash and Varnish- 
Enamel brushes. 


+ 





WAY 








e Available in Tynex Nylon, Pure Bristle 
and Bristle and Oxhair. 


e Variety of eye-catching 
counter racks and display 
cartons to help yov sell 
Bentzinger. 


1 dds bid: bode 3 








e Master Painter Approved 
Preferred by Homemakers. 














Write for catalog 
and price list 








317 NORTH THIRD 


ST. LOUIS 2, MISSOURI 
Want more facts? Circle 191, p. 63 





EVERYBODY MAKES THEM 
BUT HERE COMES THE 





(ADJUSTABLE ) — 
50 adj. 


(ADJUSTABLE ) 


SOLD THRU JOBBERS ONLY 
mnie 


CHAMPION BRASS MFG. CO. 
1460 NAUD STREET 
LOS ANGELES 12, CALIFORNIA 





Want more facts? Circle 192, p. 63 
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Index to Advertisers 





THE ADVERTISERS INDEX is published as a convenience and 

not as a part of the advertising contract. Every care is 

taken to index correctly. No allowance will be made for 
errors or failure to insert. 


A 


Advance Floor Machine Co. 
American Brush Mfrs. Assoc. 
Paint Brush Div. 
American Cyanamid Co. 
Melmac Div. 
American Edelstaal, 
Ames Co. 
Anchor Wire Corp 
Animal Trap Co. a America .... 
Armco Steel Co. 
Sheffield Div. 
Atlas Screw & Specialty Co., 
Atlas Tool & Mfg. Co. 
Autoyre Div. 
Ekco Products Co. 


ls. oat a he 
Inc. 


Bassett Co.. W. E. 
Behr Manning Co. 
Bentzinger Bros., Inc. 
Borden Chemical Co. 
Div. of The Borden Co. 
Boyle Midway, Inc. 
Bridgeport Hardware Mfg. Corp... 


Cc 


Campbell Chain Co. 

Champion Brass Mfg. Co. 

Chapin Mfg. Works, Inc.., 

Colorado Fuel & Iron Corp 
Wickwire Spencer Steel Div.. 

Colorite Plastics of New | Jersey, 
Inc. 

Cooper Mfg. Co. 

Crescent Tool Co. 

Cyclone Fence Dept. Amer. 
& Wire Div. 


R. E. 


Steel 
United States Steel 


D 


Desmond-Stephan Mfg. Co. 
Devcon Corp eee 
Drop-Lite Electric Mfg. Corp. 


E 


Eagle Electric Mfg. Co., 

Easy-Heat, Inc. 

Ekco Products Co., 
Autoyre Div. . wan all 

Emsco True Trimmer, div. of 
Emsco Screen Pipe Co. of 
Texas, Inc. 


Inc. 


Forsberg Co., H. 
Fram orp. 


Fuller Tool Co., Inc. 


G 


Garvey Corp ces 
Gibson Good Tools, Inc. 
Graham Co. ‘John H. 
G. W. Griffin Co.. Inc. 
King Cotton Cordage Div. 
Gries Reproducer Corp. 
Griffin Mfg. Co. 


H 


Hall Co., Joseph 
Hodell Chain Div. 

National Screw & Mfg. Co.... 
Holt Mfg. Co. 
Hoppe, Inc., a9 A. 
Hyde Mfg 
Hy-Ko Raivets Co. 


Ideal Brass Works, 
IIlinois Lock Co. 
Iron City Tool Works, 


Inc. 
et. ccwwed 
J 


Jefferson Screw Corp. ........... 
Jenkins Bros. 


K 
Keystone Steel & Wire Co. 


L 


Lafayette Brass Mfg. Co., 
Lake Chemical Co. 
Lamson & Sessions Co. 
Lowe's Co. naa: 


.. 106-107 
61 


— 


84 
.. 16-17 


24 
78 


. 109 


128 
112 


129 
9 
30 
27 





M 


Marshalitown Trowel Co. 
Melmac Div. 
American Cyanamid Co. 
Miller Co., Inc., Robert 
Minnesota Mining & minal ae 7 
Mirro Aluminum Co. ee 
Modern Tool & Die Co. 
Molded Specialties, Inc. 
Molly Corp. 
Morton Salt Co. . 


N 


National Metal Products Co.... 

National Screw & Mfg. Co. 
Hodell Chain Div. 

Nicholson File Co. 

Norlund Co., O. A. 


Oo 
Oxwall Tool Co. Ltd. ........... 


P 


Panef Mfg. Co. Inc. 
Parker Hardware, S. ..... vee ae 
Perclip .. 101 
Pioneer Gen-E-Motor Corp. ...... 13 
Pioneer Saws 
Div. Outboard Marine Corp.... 23 
Pittsburgh Plate Glass Co. 
Pennvernon Div. . ” 94 
Porter Cable Machine Co. .. 97, 98 
Propulsion Engine Corp. 
Mow-Master Power Mowers 
Div. of Food Machinery & 
Chemical Co. . 82-83 


2 


Quick Mfg., 92-93 


Inc. 


Reardon Products Co.., 
Roberts Co., The 


) 


Sager Weatherstrip & eatin’ 

Corp. ai tecere 
Samson Cordage Works 
Sandvik Steel, Inc. 

Sandvik Saw & Tool Div. .. 
Sheffield Div. Armco Steel Corp. 
Sherman Mfg. Co., H. B. .. 
Simonds Saw & Stee! Co. 
Slaymaker Lock 
Specialty Plastics Co. 

Standard Screw Co. 

Standard Tool Co. 

Stanley Works caste 
Star Key & Lock Mfg. Co. 
Star Metal Products Co. 
Supplex Co. 


The 


T 


Taylor Lock Co. 
Tilette Cement Co. 
Turpentine & Rosin Factors. 


U 


Union Carbide Plastics Co. 
. of Union Carbide Corp. 
Malleable Mfg. Co. 
. Caster Cup Corp. 
. ef Childlore Corp. 
Plywood Corp. 
United States Rubber Co. 
Naugatuck Chemical Div. 
United States Steel 
Cyclone Fence Dept. Amer. 
Steel & Wire Div. 


Ww 


West Georgia Mills, Inc. ....... 
Westinghouse Electric Corp. 


“Inc. 


Lamp Div. ... | 
White Metal Rolling & Stamping 
Co 129 
Wickwire Spencer Steel Div. 
Colorado Fuel & Iron Corp..... 
Woodhill Chemical Co. 
Wooster Brush Co. 
Wright Tool & Forge Co. 


Y 
Yale & Towne Mfg. Co. 
Lock Hardware Div. 
Yuba Power Products, : 
Sub. of Yuba Consolidated 
Industries, Inc. 





f--------------:; 


“ae ome om i a ae a a a a = a a et a oe a a a a a oe ce 


Se. ee 


“as 


@ durable, pliable, 
easy-to-use... and is 
woven with a strong 
selvage. Galvanized after 
weaving. 


@ has increased distortion-re- 
sistance... twisted mesh is 
formed tightly, evenly. 


@ is available in all standard meshes 
.. heights from 12’’ to 72’’... roll 
lengths to specifications... 14—20 
gage wires. 


@ used for poultry netting, baseball back 
stops, tennis court enclosures, plaster rein- 
forcement, corn cribs, window guards, vege- 
table bins, animal pens and cages, fur farm 
netting, crab, fish or lobster traps, and other 
applications. 


Warehouse stocks. Quick delivery. Call the nearest CFal 
sales office. 


CF.I-WICKWIRE 
HARDWARE PRODUCTS 
THE COLORADO FUEL AND IRON CORPORATION 


In the West: THE COLORADO FUEL AND IRON CORPORATION 

Albuquerque Amarillo Billings - Butte Denver El Paso 

Farmington (N. M.) — Ft. Worth - Kansas City Lincoln - Los Angeles 

Oakland - Oklahoma City - Portiand - Pueblo Salt Lake City 
San Francisco - San leandro - Seattle Spokane Wichita 

In the East: WICKWIRE SPENCER STEEL DIVISION — Atlanta 

Buffalo - Chicago - Detroit - New Orleans - New York - 


Boise 
Houston - 
Phoenix 


Boston 
Philadelphia 
7157 
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FAST MOVING... 








FULL 40% 
MARK- UP eee 








Competitively priced er packaged for impulse sales! 
e Caster cups (for both carpets and floors) e Swivel 
glides e Button glides e For any leg diameter or shape, 
any load (to heaviest!) e Free Bar Rack with pre-selected 
stock order. 


* 
UNITED STATES CASTER CUP CORP. 
Subsidiary, Childlore Corp. 
215 W. 15th St. Kansas City, Mo, 
Want more facts? Circle 194, p. 63 | 
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Saves Varnish Finishes 
Stained by Liquor, Burns, 
Perfume, Water, Etc. 


Be prepared for the Holi- 
day season when “acci- 
dents’’ to table tops are 
so prevalent. GON works 
like a charm. Also re- 
moves dampbloom, foggi- 
ness, smudges. Free 
counter display with each 
dozen. 


TILETTE 


CEMENT COMPANY, INC. 
401 Lafayette St., WN. Y. 3 


For Varnished Furniture 
Only! Just 30c for a 
Professional Refinishing! 
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World's Most Complete Metal Ladder Line 


C So light a 2-foot 
ladder can be lifted 
with one finger 


C) Stronger ‘than any 


The adjustable 
“runged" back of 
the ALL-WAY forms 
a regular stepladder; 
can be used on un- 
even surfaces such as 


- other metal ladder, ae pee 
! or Ti w 
_ pound for pound to make an —— 


O Precision engineered ‘extension.’ 
Ci Fireproot, rustproof. 


PATENT PENDING 


MAGNESIUM LADDERS 


Outlast ... owtperform other ladders. 

Write for full information, catalog and prices 

on complete line and other household products. 
HITE METAL ROLLING « STAMPING CORP. 


443 FOURTH AVENUE, NEW YORK 16, N. Y. 


PLANTS: Warsaw, Ind. and Brooklyn, N. Y. 
World's Largest Producers of Magnesium Products. 


Want ne et Circle 196, p. 63 
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HINGES for 
FOLDING SCREENS % 


FULL -SURFACE 
HINGES 


‘S. PARKER HARDWARE MFG. CORP 


Quality Hardware Since 1900 


27 LUDLOW STREET © Phone WAlker 5-6300 © NEW YORK 2, N.Y 


Want more facts? Circle 197, p. 63 
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a ayma ET offers Bat > 2 THE RELIABLE, ORIGINAL | 
f i 7 FREE RACK Bec" = SANITARY LITTER FOR CATS. 


to display locks in 


sytelitde 
# See-Packed Locks Outsell Others as Much as 5 to 1 


& Whether you use the free wire rack or display the 


f | peo.ock Bog Cok BE BME TRE BRR SAR RE ~ . yy. 4 
anc sone we iy, Se KITT OL TE! : 
| . ‘ " - ” 3 : _ “3 3 4y j 


Twenty-eight million cat owners in 
U.S. offer you a BIG PROFIT oppor- 
tunity. Kitty Litter is nationally ad- 
vertised and already in demand! Stock 
up and cash-in locally. 


AVAILABLE THROUGH 
YOUR DISTRIBUTOR 


locks on pegboard, counter or bin, you Il enjoy the 


iy @ 
Veg 
exira profit you make with Slaymaker padlocks in oF 


LOWE'S, inc.” . 
. Dept. 753. 
Worlds Largest Pr er of Brass Padi = Cassopolis, Mich.” 
Want more facts? Circle ‘199, p. 63 | “Want more facts? Circle 200, Pp. 63 


* WORTH REMEMBERING! _ B An Extra Sale to Every Customer 
the Original “* DRY_LUBE : 
PLASTIC ALUMINUM the Miracle Clean Powder Lubricant 


XQ 
YY 
° * . ’ " ’ Tr . 
The number one item in the nation’s yyy tae os ea irl 
number one fix-it line per deea oe et gt Ay A 
Guaranteed by -. sales action—for big clean and clear profits! 


= Good Housekeeping ca . Hundreds of, Voss in Homes, Offices, Shope. 

| ‘ rat) . owder Lubricant is more desir 

Orders from your Jobber N27 4s spvearsto HE 7 < C3 am 

P ‘ 8 gle ii Serve nter Merchandiser—F REE! 

THE WOODHILL CHEMICAL CO. | eee ees s~ | © Full jobber and dealer discounts. 
GA "i aes iii Kin Representatives—e few choice territories are 
Tr . . " availabie 
The mother-in-law approved line For FREE SAMPLE and Dealer Discount In- 

formation Write to 


ree eveian MECHANI 
ster amaabr nt Pabaomnascli ee once REARDON PRODUCTS 307E Cass St, Peoria 2, Ill 
Want more facts? Circle 201, p. 63 Want more facts? Circle 202, p. 63 


the dramat k. Ask your jobber, or write .. 


SLAYMAKER LOCK “0. ° cpanel PA. La 
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Genuine 
Original 
INSULATED RUBBER CUSHIONED GLIDES 
(DOMES OF siLENcE Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


One Set of 4 Contains | doz. cards of either 5%‘', 34"' or |'' DOMES. DOMES have 


on @ 3-Coleor Card soome point nail. Case hardened steel. burnished nickel plated mirror 


fog SP 1", Both Container and Cards in 3 COLORS 
ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 





Ask your Jobber or write— 
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DOG CHAIN DISPLAY 
Colorful metal hanger holds 12- 
chain assortment, attracts all dog 
owners. Choice of 3 assortments 
of best-selling Bulldog pattern 
dog chains, with colored plastic 
or metal toggle grips. 


=< a>) 


ANIMAL CHAINS 
Hodell halter and dog chains, 
COw ties, tie-outs, kennel and ex- 
erciser chains, anti-cow kickers, 
dog couplers and chain choke 
collars ...all of the quick selling 
styles and sizes. 
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CHAIN MERCHANDISER 
Packs a lot of chain selling power 
into less than two square feet of 
space. Compact and colorful, the 
Hodell Chain Merchandiser han- 
dles your choice of four chain 
assortments designed to fit 
local preferences. 


PAILETTES 

Proof Coil and BBB Coil chainin 
strong steel reusable containers. 
Handiest way to handle these 
heavier chains. Attractive enough 
for floor display. Four chain 
sizes available include %%, '4, °% 
and *. inch. 


...for steady 
chain sales 
and profits 





log Handy Trace Utility 


CHAIN SPECIALTIES 
Hodell’s full line of welded and 
weldiless chain includes these 
four popular assemblies . . . fast 
sellers, especially to your farm 
customers. Full range of sizes in 
each type. 


HODELL COIL CHAINS 
All the welded and weldless pat- 
terns and sizes, high quality and 
dependable, in pte me hard- 


ware packages and on metal reels. 
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HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 


Fasteners fs Hodeli Chains Chester Hoists 
© oe 











